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Dealers Call This 


THE LABEL ON STEEL THAT SELLS! 


This famous trademark is one of your best salesman. Customers are 








pre-so/d on United States Stee/ quality before they enter your store ! 
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USS is a registered trademark 





DISPLAY RACK FREE 
when you purchase 
a special package deal of “a 
Golden Grain Garden Tools =~ 


wy 


For immediate or future delivery of USS Golden: United States Steel Products T it i St : St 
Grain or Valencia Garden Tools, contact : Division of nite ates ee 
your hardware or nursery jobber. 





5100 Santa Fe Ave., Los Angeles, Calif. + 1849 Oak St., Alameda, Calif 
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CONDITIONERS 














PAINT 
CONDITIONERS 











*Full profit from a full 40% dealer discount on 
all hand tools, multiplied by maximum sales 
volume—from selling a line that’s made right, 
priced right, displayed and packaged right... 


























and known to all your customers (profes- 
sionals, handymen, hobbyists, and millions of 
home owners) through long use and years of 
hard-hitting national advertising. 


Chances are you sell some Red Devil product now. Why not ask 
your jobber salesmen about other full-profit Red Devil lines? 


Red Devil Took. 


Union, N. J., U. S. A. 
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Your big opportunity 


to sell more 


(iss) Cyclone 


Aluminum Screening 


Cash in on the modern trend to outdoor living . . . encourage 


your customers to turn their porches, verandas and breezeways 


into “fair weather living rooms!’’ Sell them on the need for more 


insect screening to protect them from all types of insects and 


make more — and bigger — sales of Cyclone Aluminum Screening. 


Three reasons why Cyclone 


Aluminum Screening is easy to sell! 


1. Cyclone Aluminum Screening is 
strong, sturdy, will not rust and will give 
long service for these semi-permanent 
installations. 


2. Cyclone Aluminum Screening will 
not fade or discolor, will not stain floors 
or surrounding wood areas. 


3. Cyclone Aluminum Screening is 
easy for the home “do-it-yourself” man 
to handle. It is woven true, with the im- 
proved multiple wire. selvage that makes 
it lie flat and straight when unrolled, as- 
sures a better finished job. 


Cyclone Aluminum Screening is fine for 
doors and windows, too. The same quali- 
ties that make this screening popular 
for porches and breezeways give it the 
strength and sturdiness needed for all 
kinds of window and door screens. 


Cyclone Fence Department 
American Steel & Wire 
Division of 


In-Season Display Idea... 

Next spring when you set up a display 
of porch furniture and other items, in- 
clude Cyclone Aluminum Screening. Ar- 
range your display to show your custom- 
ers how easy it is to install screening and 
how much better and more useful a 
porch can be when it’s screened. 


Out-Of-Season Display Idea 


To remind the home handyman to re- 
pair and build screens during the season 
when they are not in use, set up a dis- 
play built around screening, but which 
also includes all the other tools and ma- 
terials needed to make the screens. At- 
tractively arranged and _ well-planned 
displays like this can really help build 
your business during slack seasons. 


REMEMBER: In addition to Aluminum, 
Cyclone Fence also manufactures 
BRONZE, FIBERGLAS AND GALVANIZED 
STEEL screenings. To meet all your cus- 
tomer needs for screening—and build 
your profits—keep your stock filled with 
all of these fine screenings. 


USS and Cyclone are registered trademarks 


United States Steel 


Waukegan, Illinois + Sales Offices Coast to Coast + United States Steel Export Company, Distributors Abroad 


For Details Circle 3 on INQUIRY CARD 





AMERICAN DOG CHAIN PRODUCTS 
GIVE YOU MORE ON THREE COUNTS: 


e More chain sizes and styles to choose from 
e More dependable quality of product 
© More profits from expanded sales of a complete line 


There’s good reason why AMERICAN Dog Chain products consistently 
yield greater profits than many other competitive brands. AMERICAN 
Dog Chain items offer a quality you can trust—backed by years of 
manufacturing know-how that has made AMERICAN the largest maker 
of chain in the United States. When you sell dog chain items that bear 
the ACCO label, you know you are selling a product that will deliver 
100% customer satisfaction and will earn profitable repeat business for 
you the year around. 

ACCO Dog Chain products come in a variety of sizes and styles to fill 
any customer need. No more shopping around to find specialized chains 
—not when you stock and sell the items shown on this page. There are 
dog lead assortments, stake chains, runner chains, kennel chains, halter 
and dog chains, couplers and chokers . . . in welded and weldless chain 
construction. And they all come packed in bright ACCO cartons for 
attractive self display. 

Check your AMERICAN CHAIN distributor next time you order dog 
chain products. He can give you prompt delivery on the items shown 
here as well as on many other items in the ACCO dog chain line. 
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DOG LEAD \\ SPIRALOCK ENDWELDED | ‘ , 
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HALTER AND DOG CHAINS 
Available in two patterns 
of chain—Tenso (shown) 
and Elwel electrically 
welded chain (not shown). 
Both come with snap on 
one end, toggle on other 
end, and ring for adjust- 





> ‘Theensssortments 

—Nos, 2, 3, 4. All 

come in bright or P 
nickel- plated finish. No. 2 six ae * 
4-ft. Spiralock and six 4- -ft. 12strong, spiral-twisted 12 welded chains with 
Tenso dog leads. No. 3 six pattern chains with col- brightly colored Acco- 
4-ft. and six 44%-ft. Tenso ored Accolette handles. lette handles. Available ment. 44 and 6-ft. lengths. 
chains. No, 4+ six 44%-ft.and In44 and 6-ft. lengths. in 44 and 6-ft. lengths. Furnished in bright, bright 
six 6-ft. Tenso chains. Nickel-plated finish. Bright zinc finish. ' zinc and nickel-plated. 
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KENNEL CHAINS | § | || ( DOG STAKE CHAIN 
Strong, flexible, light in J # Madefrom [| = DOG COUPLERS 


weight. Swivel snap 7 Sens” No.3,4,and5 § A light-weight, strong ACCO Dog Couplers can 
each end; strong swivel | Elwel Twist [| stake chain that provides be ordered in Elwel and 
in center. Finishes— © Link Chain with welded § dog freedom for move- Tenso patterns as illus- 
bright, bright zinc and ~ ring on each end. Regu- | ment. Spiral twisted chain, trated. Both have free- 
nickel-plated. Three ®© larly furnished in five | with free swiveling snap, is swinging sturdy snaps. 
lengths —4% ft.,6ft. © lengths: 16’, 18’, 20’,22” | attachedto15’stake by ‘‘s” In bright or nickel- 
and 9 ft. - and 24’, Nickel-plated. hook. Bright zinc finish. plated finish. 





American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 

*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
"Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
For Details Circle 4 on INQUIRY CARD 
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ono JUTE TWINE 


available in the MIKE brand 


A dependable source of supply for jute twine in these two popular sizes— 


ART. 544 12 Ib., 3 ply, 8 oz. solid wound balls, 1185 ft. per Ib., 49 Ibs. 
tested break. 


ART. 545 28 Ib., 3 ply, 8 oz. solid wound balls, 510 ft. per Ib., 94 Ibs. 
tested break, 


Put your confidence in 
the QUALITY LINE... 


Vinyl Weather Stripping Starter Rope 
Jump Rope 
Mop Heads 
Wrapping Twines 
wanraan vuomioe Orders of $75.00 or more, freight 


Chalk Lines prepaid. Orders of less than $30.00 
Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Polished India Twines Calif., Marietta, Minnesota, Dalias, Texas, 
— ee Lines or Waynetown, Ind. Orders of $30.00 to 
, eo Twine $75.00 freight allowed to $1.00 per cwt. 
Fishing Lines Nylon Casting Lines Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


a 
esrseusveo vers GIEVEland Mills Company conor. ».c. 


14346 Bessemer St., Van Nuys, Cal. « Marietta, Minn. e 3104 Gaston Ave., Dallas 26, Texas « Waynetown, Ind. 
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COMMEN T — 


Exposure 


National advertising in consumer magazines, especially wo- 
men's Magazines was watched religiously by a Western retailer. 
Whenever he saw an impressive advertisement of a product that 
he carried, that item went into the window immediately. His 


oe were notified and instructed to push that product for 
a few days. 


This simple procedure cost him nothing but time and a few 
cents for magazines. His records showed, however, that he sold 
three to four times as much of that particular merchandise 
when he tied in with national advertising. 


Advertising does condition people to respond favorably to the 
product. They become pre-sold. The next step is consummating 
the sale. Who does it? The smart retailer who appreciates the 
value of advertising is the one that sells this pre-sold customer. 
He builds up a big in-store display with a reprint of the ad. 
He puts in a window display with a reprint of the ad. He runs 
such advertised products in his own newspaper ad. He refers 
to it in his radio commercials. He sends out stuffers in his direct- 
mail campaign. His customers and prospects know without a 
doubt that they can buy the items that have been pre-sold to them 
at his store .. . and they respond. 


Magazine advertising is not the only pre-selling device on 
which you can capitalize. Local and national TV advertising is 
also exposing the product. Large deprtment stores use a large 
amount of newspaper advertising. Watch these and if you are 
in their zone of influence, get the merchandise out in the window 
and in mass display in the store. 


No matter how the merchandise is exposed try to keep aware 
of it through your own efforts plus the detective work of your 
employees. Then expose this merchandise to everyone who walks 
by or into your store. If you can add to this an effective adver- 
tising program of your own, so much the better. 


Wile Cllr 


5 


Expose and sell. 





YARDLEY K PIPE 


made especially 


for the man who says: 


“| value my reputation...” 


The man who wants to be sure of his installa- 
tions insists on Yardley K — the pipe with the 
safety factor that protects against splitting, 
pin holes and rupture. Yardley K is Pressu- 
rated 150 P.S.L., yet costs no more. With only 
K-150 in your stock you can set submersible 
or jet pumps to 289 feet pumping water level. 
This means substantial savings in your inven- 
tory. Get all the facts. Write for free Brochure 
“How to Choose and Use Yardley K Pipe.” 








FOR SUBMERSIBLE PUMPS 


TIP-IN METHOD 

Use K-150 solvent weld pipe, cou- 
pled one end — 20-ft. lengths. The 
well piping system is assembled 
complete, with well cap, on the 
ground and then raised or tipped 
into the well casing. 


YARDLEY K FITTINGS are 
available in a wide selec- 
tion including male and fe- ‘ 
male adapters with standard * ‘ 
iron pipe threads for con- STRAIGHT-IN 
necting to pump outlets, ete. Use K-150 pre-joint, 
10 or 20-ft. lengths. 
Pipe supplied with TIP-IN METHOD 
iron pipe threaded Use K-150 solvent weld STRAIGHT-IN 
male and female pipe, coupled one end — Use K-150 pre-joint pipe — 
adapters attached. 20-ft. lengths. either 10 or 20-ft. lengths. 
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OUR READERS WRITE | 


... to the Editor 
‘Big Business’ Myth Hoax 





(A copy of the following letter was 
sent to us requesting that we pub- 
lish it to present the “other side of 
the story.” We will be glad to re- 
ceive your comments and_ publish 
them in this column.—Editor.) 


Rep. Oren Harris 
Interstate & Foreign Commerce 
Washington, D. C. 


Dear Sir: 


We understand that you are inter- 
ested in comment regarding H.R. 
10527. 

We are an independent store hav- 
ing been in business only three years. 
In our short history, we have found 
that the myth of “BIG BUSINESS” 
is a hoax. We find by bending our 
backs and minds, we can do anything 
that any major chain can do and 
better. 

Price cutting is the only means 
that we can use in our advertising to 
let people know we have values. We 
are in favor of it. Our store is lo- 
cated in a city of 70,000 persons, and 
employs over fifty persons. We are 
respected in this community by 
everyone but our competitors. They 
have a low opinion of us because we 
are willing to work on a lower profit 
margin and spend money for adver- 
tising to let people know it. 

The average hardware dealer has 
clung to a method of doing business 
that is now obsolete. They have tried 
to keep profit high and thus have 
kept volume low. They are begging 
for crutches from industry because 
they haven’t the iaitiative to really 
conduct a store. 

If the rest of the nation’s business 
ran their affairs the way the average 
hardware store does theirs, we would 
still be having the corner grocery 
store, the horse and buggy, and all 
illuminated by gas lights. 


Lin-Brook Builders 
Hdwe. Inc. 


Jerry Marks, Pres. 


Needs Expansion Information 
Dear Sir: 


We are planning a new 50x50 
building for our retail hardware out- 


let and would appreciate any plans or | § 


material that you may have avail- 
able for exterior, interior ideas and 
layouts. 
William Unger 
Central Hardware 
Newport, Ore. 
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profit-making reasons 


why more 


dealers are selling 


CAMPBELL CHAIN 


pack—all-steel, water-resistant, clearly : 


marked for identification of contents. 


STRATEGICALLY LOCATED WAREHOUSES 


Assure you prompt delivery and service. 
Back-up stocks are maintained in a 
nation-wide network of warehouses. 


NEW “BLUE TEMPER” 
PRE-CUT PACKAGED CHAIN 


Rich blue color . . . tempered right into 
the chain itself. Proof Coil Chain—%e", 
%", He", Ye” —pre-cut to lengths of 10’, 
15’, 20’, 50’ and 100’; pre-packed for 
self-service display; clean—no more 
dirty handling; labeled for instant identi- 
fication of grade and size. 


NEW “HALLMARK” CHAIN — 

permanently identified 3 ways! 

BY MAKE—the Campbell "C” in relief on 
every other link. 

BY GRADE—the grade mark is on every 
other link. 

BY 5’ INTERVALS—marked and color- 
coded for quick, exact measurement. 


CAMPBELL CHAIN Gomsany 


Factories and Warehouses: York, Pa.; West Burlington, lowe; 
E. Cambridge, Mass.; Atlante, Ga.; Houston, Texas; Chicago, Ill; 
Portiand, Ore.; Seattle, Wash.; Los Angeles, Secramento, San Francisco, Calif 


CAMPBELL 
CHAIN 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE-CHAINS 








Springfield walking power 
mowers with Quick- 
Change height adjustment. 


Springfield rotary tillers 
with Balanced Action. 


Announcing... 

2 great new Sell-Power 
features for 2 great new 
SPRINGFIELD Riders! 








Quality built by QUICK MFG., Inc. 
3240 East ‘Main St., Springfield, O. 
: THE HOUSE OF POWER 


CO UPDWERED: LAWN AND: 
| GARDEN EQUIPMENT: | 
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TRANSMISSION! 
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WARRANTY! 





Merchandise Now In The News 








LADY RONSON “Deluxe” shaver 
features “Trimette” for underarms 
and “Beauty-Glide” contoured shaver 
head for legs. Delicate, feminine styl- 
ing and design is etched in gold with 
a spray of gleaming pearls for that 
exquisite jewelry look.—Ronson Cor- 
poration 
For Details Circle 125 on INQUIRY CARD 


GLO CANDLES are hollow wax 
molds with an interior candle which 
burns down inside, permitting candle- 
light to shine through outer shell, 
while the decorative portion retains 
its original shape. Comes in Glo Fir 
Tree, Glo Santa and Glo Lantern.— 
Will & Baumer Candle Company 
For Details Circle 126 on INQUIRY CARD 
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THREE-PIECE BAKE, serve and 
store set made of Pyrex is designed 
for convenient oven-to-table-to-refrig- 
erator use. Bowls are round with in- 
tegral pouring lips and _ handles. 
Available in 1-pint, 142-pint and 
l-quart sizes to fill the need for 
smaller families. — Corning Glass 
Works 
For Details Circle 127 on INQUIRY CARD 


ROCKET TOOLS FOR CHRISTMAS 
include Rocket nail hammer with tu- 
bular steel handle, Jet Rocket nail 
hammer with bell faced head, Rocket 
belt axe sheath featuring full pol- 
ished head with thin blade, and Jet 
Rocket belt axe and sheath featuring 
jet black finish—True Temper Corp. 
For Details Circle 128 on INQUIRY CARD 








+9 GUTTER 
omnes 


TREE TRIM KIT is designed for the 
do-it-yourself customers who want to 
make their own glitter Christmas 
tree ornaments. Each 98 cent kit 
contains glue, brush, glitter in red, 
green, gold and silver, and pre- 
printed, die-cut cards to make 18 or- 
naments.—LePage’s Inc. 
For Details Circle 129 on INQUIRY CARD 


ON THE SQUARE is the Immerse 
A-Matic 12” fry pan. Fry pan works 
on detachable control cord that auto- 
matically maintains any pre-selected 
temperature and can be used on other 
Westinghouse appliances. Pan can be 
completely dunked in water with con- 
trol detached.—Westinghouse 
For Details Circle 130 on INQUIRY CARD 
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For additional information on 
any item shown on these 








VERSATILE EPERGNE adaptable 
for a great variety of centerpiece ar- 
rangements is finished in lustrous 
triple-plated brass, is 13” high, top 
white plastic container is 4” in di- 
ameter and bottom one is 6” in diame- 
ter. Retails for $4.95.—George Koch 
Sons, Inc. 
For Details Circle 131 on INQUIRY CARD 


JUMBO OPENER is finished in 
wrought iron black and printed with 
“Season’s Greetings” in red and green. 
A 14 karat gold “imprint transfer” is 
included with each opener for the 
sender to “personalize” his gift. 
Packed in gift envelope for mailing.— 
Melco Foundry and Mfg. Co. 
For Details Circle 132 on INQUIRY CARD 
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pages, please circle number 
on the Reader Service Card, 
facing Page 74 in this issue. 








RECESSED FLEXSCREEN fireplace 
screen fits inside fireplace opening 
with pressure mounting that takes 
less than half a minute. There are no 
holes to drill or unsightly clamps or 
brace to install. Screen is anchored 
and yet may be removed in seconds.— 
Bennett-Ireland, Inc. 
For Details Circle 133 on INQUIRY CARD 


DELUXE SLED featured a “flying 
wing” design giving a sleek and racy 
appearance. Lavishly trimmed with 
shiny chrome for maximum sales ap- 
peal. Has chrome plated metal steer- 
ing bar with exclusive white plastic 
steering bar grips.—Kalamazoo Sled 
Company 
For Details Circle 134 on INQUIRY CARD 








SANTA CLAUS that stands four 
feet high and three feet wide and lith- 
ographed in five colors is suitable for 
indoors or outdoors without weather- 
ing because it is plasticized. Sells for 
$3.—Thompson Specialties 

For Details Circle 135 on INQUIRY CARD 


X-41 SPACE MISSILE portable ra- 
dio requires no tubes, batteries or 
electricity and attaches to _ bikes, 
trikes, golf carts, autos, etc., with the 
aid of a multi-purpose clamp.—Hear- 
ever Co., Inc. 

For Details Circle 136 on INQUIRY CARD 


LADY SCHICK “FUTURA” feminine 
electric shaver has shaving head with 
separate shaving edges, one side for 
legs, the other for underarms. Fea- 
tures start-stop switch. — Schick In- 
corporated 

For Details Circle 137 on INQUIRY CARD 
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HOLDS 200 2-OZ. 
“WINDOW BOXES” 


TAKES LESS THAN 
TY SQ. FT. OF 
COUNTER SPACE. 


Actual size 12” wide x 
17” deep x 19” high. 





@ BIGGER PROFIT — Sell full 2-0z. Atlas “window boxes” for 
15¢ each. Compared to plastic tubes and smaller boxes at 
10¢, your customers get up to 100% more merchandise for 
the extra nickel and YOU GET FROM 65% to 100% MORE 
PROFIT. Everybody benefits! 


Total Retail Value (200 pkgs. @ 15¢) $30.00 
Retail Cost 18.00 
Retail Profit (40%) $12.00 


@ PROVEN FASTER TURNOVER — More than 20,000 Atlas 
merchandising displays in actual use have proven their 
ability to TURN STOCK 5 to 7 TIMES PER YEAR (two 
to three times the normal rate). In addition, self-service 
practically eliminates any selling cost. 


@ COMPLETE LINE — Display holds full initial shipment of 

200 famous, red Atlas “window boxes” — 10 EACH OF 

THE 20 MOST POPULAR ITEMS. No extra boxes to 

| store or get lost. You get complete stock with one order, 
one invoice, more profit. 


Merchandise and Display Shipped as One Unit 


Two cartons banded together — weight 39 Ibs. Refills 
of any Atlas Yg-lb. package available in wraps of 10. 


de Atlas = 





FAIRHAVEN, MASS. ® HENDERSON, KY. 


For Details Circle 9 on INQUIRY CARD 
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MINIATURE CAR called the “Mus- 
Scat” is powered by a 4-cycle gas en- 
gine capable of speeds up to 30 mph 
although it can be geared down to 
cruise at 4 mph for children. Avail- 
able assembled or in do-it-yourself 
kit—Musgrave Inc. 


For Details Circle 138 on INQUIRY CARD 





THE THOR 460 SPEEDSAW with 
6,” blade features all ball bearing 
construction, has 45-degree cutting 
depth of 1-11/16” and maximum reg- 
ular cut of 2-5/16". Weighs 10' 
pounds.—Thor Power Tool Company 
For Details Circle 139 on INQUIRY CARD 





RUG CLEANING ATTACHMENT is 
being offered as a Fall and Christ- 
mas promotion with a floor polisher 
at no additional cost. Package gives 
consumer unit which cares for all 
floor surfaces.—Red Devil Tools 

For Details Circle 140 on INQUIRY CARD 
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GRABLER Package-Protected Fittings — known for dependability 


Dependable Distribution from these Warehouses 
New York © Philadelphia © New Orleans 
Atlanta ¢ Pittsburgh @® Cincinnati ©® Dallas 
Chicago ¢ St. lovis ©¢ Detroit © Denver 


Minneapolis ©® San Francisco * Los Angeles 


pose 


OG RABLER SQUARE “GEE 


PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 


The GRABLER | G Manufacturing Co. ¢ 6565 Broadway * Cleveland 5, Ohio 








AMES OFFERS a "PROVEN" 
PROFIT- MAKE 


This Ames profit-maker greatly increased sales (and profit) for 
thousands and thousands of dealers last season. Unsolicited 
testimonials have poured in from dealers praising the sales- 
power and utility of this self-service unit. 


BIG ENOUGH—Customers can’t overlook this eye- SMALL ENOUGH—Reguires only 7 square feet of 

catching display of garden tools they need and should valuable display space. 

buy. Plenty large enough to spare you the chore of — s7RQONG ENOUGH—Unit is strong enough to hold 

restocking during busy store hours. five dozen tools, plus a two-hundred pound man, and 
roll easily on jumbo 3” casters. 


Here’s Your Profit Picture 


60 Full Size Tools—Retail Value . . $189.75 
AMES Tool Merchandiser . ... . , 40.00 


YOU GET... °229.75 


Usual Cost of Tools . . . . $126.57 
Special Price on Merchandiser pee 28.97 
Limited Time 10% Discount . Sere See 15.55 


(Catalog #AS60) YOU “PAY oe eo IM9.99 


9 Bow Rakes (A14RB) 3 Spading Forks (ATLDA) 6 Garden Hoes (AG6%) 3 Garden Spades (AGSD) 
3 Floral Hoes (AFHS) 3 Floral Spades (AFGS) 3 Floral Shovels (AFS3%2) 3 All Purpose Hoes (ASTO) 
3 Floral Spades (AFGSD) 3 Dandelion Weeders (ADW) 3 Turf Edgers (AFTSHD) 3 Speedy Cultivators (A3SC) 
6 Bulb Planters (BPD) 3 Floral Rakes (ATR8) 3 Garden Rakes (A14C) 3 Warren Hoes (AW7) 








BIG ENOUGH! SMALL ENOUGH! STRONG ENOUGH! 


¢ i ays 7 —/_ mn 
; LN TiN Nit uit 
Wes aks a 
a agin et 
Holds ample supply Occupies only 7 square feet Rugged yet rolls easily 
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SELF 
SERVICE 




















@ IDENTIFIES EACH TOOL 
CLEARLY 


@ SHOWS STOCK NUMBERS 
@ GENEROUS AREA FOR 
PRICING 
@ SAVES TIME WHEN 
RE-STOCKING 





Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
For Details Circle 11 on INQUIRY CARD 
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“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 

Switch to one-source buying. National stands out as your most logical single source 

because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 

3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 

lems of multiple-source buying and handling. Sell 

National, and you'll be selling the complete quality 


Ae line—the one that stands out. 
/Vational 


panne? Ge =“ / Ask Your Distributor... He Knows 


@ ‘NATIONAL SCREW & MFG. CO. OF CAL. 
| Ti | gs vaues in 3423 So. Garfield Ave., Los Angeles 22, Cal. 
ee y | , ‘ CHAINS Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
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Small Floor 
Space Earns 


BiG PROATS 


for You! 


BS 
Swat GARDEN HOSE 


CAN EARN UP To * "77 @40 
PROFIT PER SQUARE FOOT 
IN YOUR STORE DURING 
A SINGLE SEASON! 


Average cost 24 coils Swan Hose $134.00 
Average retail 24 coils Swan Hose $201.00 
Average gross profit 1st turnover $67.00 
Average gross profit 2nd turnover 67.00 
Average gross profit 3rd turnover 67.00 
Average gross profit for season $201.00 
Less one Swan Master Merchandiser 10.00 
Average net profit for season $191.00 


$19199+ 2. Sq. Feet= °° J G40 


(Per Square Foot) 





Biss apg 


Swan's handiser Put SWAN HOSE on that 
Measures 0 x 68” High 2% Square Feet of ‘Heavy 
[raffic’’ Floor Space NOW! 


Ss SWAN RUBBER COMPANY - BUCYRUS, OHIO, U.S. A. 








IT’S EASIER TO SELL OW4@4) GARDEN HOSE 
THAN ANY OTHER KIND 


SWAN-LITE GARDEN HOSE IN 


~~», 


SWAN STAR DUST COLORS 
N o . 88s85s59 VIRGIN VINYL PLASTIC + LIGHT WEIGHT 


EASY TO HANDLE + DURABLE + BEAUTIFUL 
Grorenioed oo wrvting for Sree 





4 A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


*+qG°r 


SWANLITE 
No. 8700 


diameter 50-Ft. coil 
to retail at 


A full ~A6e-inch inside + 


$ 4Qaos LOOK! 50 FEET... 54.95 


SWANSEAL 
No. 8360 


4 A full Arc inch inside 
diameter 50-Ft. coil 
to retail at 


$3°°> 


SWAN SEAL 
Supreme 
No. 8501 


A full 42-inch inside 
diameter 50-Ft. coil 
to retail at 


$4o5 


SWANSEAL 
Supreme 
No. 8500 


A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


$gos 


SWANSEAL 
Supreme 
No. 8640 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at ? 


*+qGS0o0 


. 
SWANSEAL Supreme No. 60 (not illustrated) Full 4" 1.D. 5O-Ft. Coil 95 





And tté uch More Profitable! 


SWAN NYL-CORD 
No. 8530 


A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


795 


SWAN 
PRESSURE-MESH \ A Gerucre Ayton cond pecnyorced, 
No. 8860 ' “ 


A full ’-inch inside 
diameter 50-Ft. coil 
to retail at 


$7 aes 


SWAN NYL-CORD 
No. 8590 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


a” 


SWAN 
PRESSURE-MESH 4 CJomucwne NiyCore cord Recmfercea: 


No. 8960 i\ 1945 
S se ows 


A full %-inch inside \ women ot 
diameter 50-Ft. coil ; 


<gas 


SWAN NYL-CORD 
No. 8600 


A full % inch inside 
diameter 50-Ft. coil 
to retail at 


MULTI-TUBE SPRINKLER 


to retail at Ss 39 
for 35-Ft. length 3 


Swan No. 20 
SPRINKLER-SOAKER 


to retail at 9 as #3 
for 50-Ft. length Es 





Ss Swan Reinforced Rubber Hose 


SWAN 
SINGLE BRAID BLACK 


eee 


A full 4’-inch inside 
diameter 50-Ft. coil 
to retail at 


*+qG°> 
SWAN 


SINGLE BRAID GREEN 
No. 8051 


A full 9/16-inch inside 
diameter 50-Ft. coil 
to retail at 


do 


SWAN 
SINGLE BRAID GREEN 
No. 8100 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


at = fo 


SWAN 
SINGLE BRAID RED 
No. 8101 


A full %-inch inside 
diameter 50-Ft. coil 
to retail at 


*Q95 


SWAN 
DOUBLE BRAID GREEN 


No. 8190 
4 A full %-inch inside 


Ss ‘ diameter 50-Ft. coil 
RUBBER ; to retail at 


$4 — Se 
SWAN » 


HEAVY DUTY GARDEN HOSE 


No. 205 No. 206 


A full %-inch inside A full 1-inch inside 
diameter 50-Ft. coil diameter 50-Ft. coil 
to retail at to retail at 


1695 *2500 








SELL THE finest BRAND 


The Diamond brand has been on forged steel 


products for fifty years. 


Diamalloy wrenches are drop- forged, machined 
and hardened to endure many years of hard 


usage. 


Look at your brand of wrenches and make sure 


you are ordering and getting the best — 
Diamond-Diamalloy 
“There is nothing finer than a Diamond” 
Stocked by leading wholesalers 
DIAMOND TOOL aid /0/'Sh0e Cy 


& pats, 
DULUTH - MINNESOTA ¥ 5 TORONTO + ONTARIO 


_- 











WASHINGT 


—By N. R. REGEIMBAL 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


New Small Business Aid Program Will Give 
Western Firms Needed Long-Term Financing 


Western dealers, wholesalers and manufacturers who have been 
pressed for long-term credit and equity capital will be able to get 


financing help soon. 


Under a new program ap- 
proved by Congress this year, 
the government will provide up 
to $250 million to help form 
special investment corporations 
which will in turn make long- 
term capital available to small 
firms. They will do this either 
by direct loans running as long 
as 30 years, or by buying con- 
vertible debentures in small 
business operations. 

These small business invest- 
ment corporations, a pet project 
of Rep. Wright Patman, D., 
Tex., and other Westerners, 
must have at least 10 persons 
willing to supply a minimum of 
$150,000 in initial paid-in capital 
in order to form. They will be 
chartered by the states, or by 
the Small Business Administra- 
tion in states which cannot 
charter them. 

With this initial capital, the 
SBA will invest up to $150,000 
in equity capital and another 
$150,000 in direct 20-year loans 
if necessary. 

Details of the program are 
now being set by the SBA. The 
first investment firms should 
form early in 1959. 

In many cases, small busi- 
nessmen themselves will be 
forming the investment compa- 
nies. In cases where the invest- 
ment corporation buys stock 
in a small firm, the borrower is 
required to take anywhere from 


22 


2 to 5 percent of that amount 
and in turn purchase stock 
in the investment corporation, 
thus making him a shareholder 
in the operation. 

The definitions now governing 
short-term government loans to 
small firms are expected to ap- 
ply to loans made by the invest- 
ment companies. These classify 
as small a retailer doing less 
than $1 million a year gross, 
and a wholesaler or service firm 
doing less than $2 million. 


PARCEL POST RATES will 
increase this fall . . .Exact date 
and amount are being set... 
The hike will cost shippers 
about $30 million a year... 
Post offices will begin after 
October 31 charging a 5-cent 
penalty on mail with insufficient 
postage . . . Penalty originally 
was set to go into effect with 
higher rates on August 1, but 
was postponed ... A new at- 
tempt will be made next year to 
raise and standardize parcel 
post size and weight jimitations 
. .. Efforts this year to amend 
present restrictive law failed. 


TAX CUTS will be pushed 
again next year... Reps Sadlak, 
R., Conn., and Herlong, D., Fla., 
have already drafted legislation 
. . . It would cut both personal 
and business tax rates in five 
yearly steps: Top rate on both 


would go down 42 percent, low- 
est personal rate would be cut 
from present 20 percent to 15 
percent ... But tax cut moves 
will run headlong into rising 
government defense spending, 
bigger government deficits . 
Lots of grass roots support will 
be needed, backers of tax cuts 
say. 


FAIR COMPETITION laws 
were skipped by Congress this 
year . . . Businessmen are al- 
ready warming up a campaign 
for 1959, however . .. Among 
the bills which died were mea- 
sures to put teeth into cease and 
desist orders issued against 
illegal selling; to require firms 
planning to merge to tell anti- 
trust officials ahead of time, and 
to make functional discounts 
mandatory in some cases ... 
Federal Trade Commission 
meanwhile is drafting an eight- 
point code to crack down on 
fictitious pricing, aiming partic- 
ularly at false price compari- 
sons, false preticketing, and 
false price reductions. 


FARM INCOME is maintain- 
ing its vastly improved position 
in most areas of the West, the 
U. S. Agriculture Department 
reports ... Prices remain about 
5 percent ahead of last year; 
sales are strong and govern- 
ment payments are running 
higher . .. Net farm income for 
the first six months of this year 
was 22 percent above the same 
period in 1957—a difference of 
about $3 billion if it continues 
for the rest of the year. . 
This should make farmers bet- 
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ter customers for appliances 
and other household and farm 
equipment, the Department 
notes. 


WESTERN NOTES — Cali- 
fornia’s population boom may 
give the state seven more seats 
in the U. S. House of Represen- 
tatives after the 1960 census, 
increasing the power of the 
West in Congress and shrinking 
the Eastern bloc power by tak- 
ing seats away from New York 
and Pennsylvania, among others 

Daniels G. Minto, of San 
Mateo, Calif., is the new direc- 
tor of the Northern California 
Federal Housing Administra- 
tion insuring office at San Fran- 
cisco. 





Where's The Number? 


Due to mechanical limitations the IN 
QUIRY NUMBER is sometimes omitted 
at the bottom of an ad. To find the 
inquiry number check the INDEX TO 
ADVERTISERS on Page 88 of this issue 


CIRCLE THE NUMBER — WE DO THE REST 














1000’ CENTER UNWINDING 
TANGLE-FREE COIL 


STANDARD OUTSIDE WOUND 
ON SPOOL 
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ant Book Fuller's +435 
Self-Service 


Patent Applied For 


If you haven't got them, you can't sell 
them. If you don't sell, you don’t profit. Whether 
it's one empty peg or no rack at all! 


ORDER or RE-ORDER TODAY. These screwdrivers, 
Cole l- \ am ot-1¢-) 810) 0 (eS heavily coated with U. S$. Rubber Co. top quality 





Check your stock and re-order 


sales! Ask your jobber for Neoprene, are oil and water resistant with extra 


turning power, blisterproof grip sell FAST! 
other famous Fuller 


self-service money-makers 


| FULLER Bal) te Pee 


\ 3522 Webster Avenue, New York 67 > gacaaalt ait 
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DAVIS QUALITY 
GALVANIZED 
TWISTED WIRE 
STRAND 


For CLOTHES LINES 
GUY WIRE 
GENERAL INDUSTRY 





TABLE OF LENGINS AND SIZES 
Spool 


Cou 
Lengrh 
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980 
1330 
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AVAILABLE IM THESE SIZES 


Also Manufacturers of: 

* Merchant Wire * Stove Wire * Tie Wire * Hardware Cloth 
* Poultry Netting * Baler Wire * Bale Ties * Welded Fabric 
* Stucco Netting * Garment Hangers * Weaving Wire 

* Seizing Strand * Florist Wire * Wire Rope * Tag Wire 





K. H. DAVIS WIRE AND CABLE CORP. 


2226 Santa Fe Avenue, Los Angeles 58, Calif. 
For Details Circle 15 on INQUIRY CARD 





Three new (iss) Cyclone 
to help increase 


WANDIEST FOR BUILDING ~ REPLACING SCREEXS! 


#BERGLAS’ 








CYCLONE FIBERGLAS SCREENING — pre-cut to standard sizes and 
packaged in ready-to-sell rolls—helps you save time, money and effort 
on every screening sale. Just hand your customer a single roll of 
the proper width in the pre-cut standard length. The time usually 
spent in measuring, cutting, rolling and packaging screening can 
easily be used to make another sale and increase your profits. 


Smart merchandisers make your 


Attractive floor displayer invites extra sales of Cyclone Fiberglas 
Screening. The shopper's attention is sure to be caught by this color- 
ful merchandiser and he will be reminded that this is a good time to 
replace worn-out screening. He simply selects a roll of screening from 
the displayer—and you ring up another sale, all with a minimum of 
effort. The displayer holds five rolls of each width screening—26”, 28”, 
30”, 32” and 36”—all a standard 66” long to fit most doors and windows. 
When any one size is sold out, replacement can be made from the unit 
refill container. The displayer simplifies your storage problems and 
the screening is always out where the customer can see it. Pre-cut rolls 
of Cyclone Fiberglas Screening—and the merchandiser—are available 
through your regular jobber. Standard 100’ rolls are also available. 


> 
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Other (3) Cyclone Hardware Products 


Cyclone Insect Screening — Galvanized, Aluminum or Bronze 
Cyclone Hardware Cloth « Cyclone Lawn Fence 
Cyclone Flower Bed Border « Cyclone Catch-All Baskets 


Cyclone Fence Department 
American Steel & Wire 
Division of 

United States Steel 


Waukegan, Ill. + Sales Offices, Coast to Coast » United States Steel Export Company, Distributors Abroad 
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Products 


your sales and profits 


CYCLONE “RED TAG” DOOR MATS are made from con- 
tinuously crimped, full mat-width strips of °” galvan- 
ized strip steel and tough, round steel wire connectors. 
These mats have many exclusive, customer-pleasing 
features. The ends of the mats are finished with smooth, 
plastic rolls, have no dangerous or destructive sharp 
points to scratch shoes or cause injuries, and the 14” x 
1” mesh is safe for most high heels. 


CYCLONE ALUMINUM ROSE TRELLIS is a brand-new 
item from Cyclone—and is sure to be popular next 
Spring for home gardeners getting their roses in shape 
for June blooming. This strong, sturdy trellis is chain 
link woven of 12-gauge aluminum wire in a 2” mesh. 
The trellis comes 24” wide by 8’ or 10’ long, and it 
makes an ideal support for all climbing flowers or 
vines. The bright aluminum finish stays clean and 
shining . . . never needs painting or maintenance. 


selling job easier — increase impulse buying 


The non-working floor becomes part of your sales area 
when you use this eye-catching merchandise piece to ad- 
vertise the new Cyclone “Red Tag” Door Mat. As your cus- 
tomer comes into the store his attention is sure to be caught 
by this display—especially if the weather is wet or snowy— 
and he will be reminded how this mat could protect the 
floors at home. He picks up his mat in its own plastic bag 
from the convenient self-service display box. You've made 
another sale—with almost no time or effort. Cyclone “Red 
Tag” Door Mats are packed six to a carton. With an initial 
order of 2 dozen or more mats, the merchandise piece will 
be given free through January 31, 1959. 





The attractive rose-decorated container for the new Cy- 
clone Rose Trellis is its own displayer. When you plan 
your Spring displays, include this trellis where it can 
work for you . . . where it can increase impulse sales . . . 
with your selection of June climbing roses . . . with gar- 
dening tools or outdoor furniture. Another smart mer- 
chandising idea might be to erect this trellis on your wall 
and decorate it with artificial roses. The Cyclone Alumi- 
num Trellis packages are shipped six to a carton. 


American Steel & Wire 

614 Superior Avenue, N. W. 

Cleveland 13, Ohio 

Please send information about [| | Cyclone Aluminum Trellis, 
Cyclone Door Mats, Cyclone Fiberglas Screening 


lama jobber, dealer. 
Name 
Firm 


Address 


_ | 


For Details Circle 16 on INQUIRY CARD 


OCTOBER 1958 


mM 
wn 











Welcome That Man Again 


That little, old man from the North Pole is getting ready to 
dominate the minds of men, women and children for another 
gift-giving season. 


It is up to you to help out by having available all the mer- 
chandise necessary in your community for those who become 
imbued with the idea of giving presents to their friends. By 
now most of this merchandise should be bought and on its way 
to your store. 


The next step is to make definite plans for displaying these 
gift items, advertising them and employing special merchandis- 
ing techniques to attract more persons than usual to your store. 


This is where HARDWARE WORLD comes in. This annual 
issue has been designed to help you promote your store as the 
headquarters for gifts. There are many ideas for special 
Christmas windows, in-store displays, outside and inside decora- 
tions and a merchandising calendar for planning special events. 


This gift issue is truly a gift to you from the staff of HARD- 
WARE WORLD. 


The Editor 











HARDWARE WORLD 
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INVERTED CONE-SHAPED BASKET trimmed with 
Christmas ornaments and twinkling varicolored lights 
was the center of attraction in this window at Village 
Hardware in Palo Alto, Calif. The store specializes in 
merchandising all types of fancy basketware. 


OLD-FASHIONED CHRISTMAS TREE complete with 
trimmings set the theme at Hundley Hardware in San 
Francisco. The tree was placed on a pedestal covered 
with decorative paper in the center of the sales floor. 
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HOLIDAY TRIMMINGS 


PILLAR DECORATION used by Grayson-Brown Hard- 
ware Co. of Seattle, Wash., has red and white “candel- 
abra” made of plywood mounted to pillar. Suspended be- 
neath frame of candelabra are green facsimiles of lanterns. 





SIMULATED CHRISTMAS TREE was made by attaching 
ornaments to ribbon. This display was the highlight of 
Williams Cutlery at Towne & Country shopping center 
in Palo Alto, Calif. 





ELABORATELY-TRIMMED TREE with small appliances 
and other gifts for the home grouped about its base cap- 
tured attention of passersby at this window of Broad- 
way Hardware, Burlingame, Calif. 


2 


CHRISTMAS ORNAMENTS AND ACCESSORIES were 
effectively displayed at this counter of Eyerly’s Hard- 
ware, Palo Alto, Calif. Small white tree trimmed with 
ornaments is set above merchandise display serving as 
focal point in the area. 
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EVERYONE who entered Frane 
Hardware in Menlo Park, Calif., was 
reminded of the need for Christmas 
candles by this up-front display cen- 
tered around a huge candle. The 
large red candle was covered with 
chicken wire to which was affixed 
various kinds and colors of Christmas 
ornaments. 


yu FL ai Buad 
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BESPANGLED ORNAMENT from 
which hung a glass candy jar drew 
attention to this window at Redwood 
City (Calif.) Hardware. Background 
was gold and floor was candy-like 
contetti. Merchandise featured in- 
cluded kitchen and household gift 
items. 





GIFT DEPARTMENT, brightly illuminated overhead and 
shelves compactly stacked emphasized a large variety and 
assortment of gifts available for Christmas giving at 
Plaza Hardware, Sunnyvale, Calif. Top of glass shelves 
are decorated with manzanita branches creating a holiday 
atmosphere. 
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NOVEL YULE IDEAS 


STRINGS OF COLORED LIGHTS on 
the marquee and floodlighted Christ- 
mas elves from Santa’s workshop dis- 
tinguished this display at Cambridge 
Hardware in South Palo Alto, Calif. 








CHRISTMAS-PAPERED WALL in this store window of 
McClellan’s Hardware, Burlingame, Calif., was decorated 
with hand tools as well as traditional Yule ornaments. 
Large figure of Santa reminds viewers that other items 
shown for the home make fine gifts also. 





CARRYING OUT CHRISTMAS 
THEME without blocking view into 
store was achieved by Hillsdale Hard- 
ware, San Mateo, Calif., by spraying 
this three-window section with “snow” 
and outlining Christmas trees. Gift- 
wrapped items are displayed within. 
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HOME WORKSHOP ALL-PURPOSE power tool framed 
window foreground featuring Christmas ornaments and 
miscellaneous gift suggestions at Palo Alto Hardware, 
Calif. 


LARGE “GOLD” RING with gift-wrapped packages in 
center tagged “For The Man In Your Life” was the main 
interest in this window at Ames Hardware, Albany, Ore. 


“FOR THE GAL IN YOUR LIFE” gifts are suggested 
in another Ames Hardware window. White spangled cloth 


is laid on floor of window and merchandise on top of that. 
Gold ring was center of attraction. 
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LARGE BELLS of unusual design provided the setting 
for gift ware and housewares at Ames Hardware at Al- 
bany, Ore. Elf on revolving shelf added animation to 
window. 


BLUE AND WHITE FOIL background was used for this 
display of gift ware at Paulus’ Valley Hardware, Grant's 
Pass, Ore. Suspended candy canes are at rear. 





LAVISH USE OF COLOR was effective in this house- 
wares and tools display at Braman Lumber & Hardware 
Co., Seattle, Wash. Green paper on floor, red cloth back- 
drop and gold decorations turned the trick. 
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ILLUMINATED SANTA CLAUS 
presided over gifts for the home- 
maker in this well-trimmed small ap- 
pliance window at San Mateo (Calif.) 
Hardware Co. Items displayed in- 
cluded electric blanket, mixer, toaster, 
iron and skillet. 


HARDWARE® 
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MAJOR AND SMALL appliances 
were featured in this well-dressed 
Christmas window at Palo Alto 
(Calif.) Hardware. Yule ornaments 
were strung on beads and appliances 
were trimmed with colored ribbons 
and placards suggesting items for 
gift-giving. 











REINDEER FIGURES made of plas- 
tic material and colored in white and 
gold were suspended along with tinsel 
decorations in this window at Charles- 
ton Hardware, Bremerton, Wash. 
Window features gifts from store’s 
electrical department. 
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HOLIDAY WINDOWS 


FROST EFFECT on window of Plaza Hardware, Sunny- 
vale, Calif., was created by combining 30 pounds of epsom 
salt and two quarts of stale beer. Solution was then 
picked up with sponge and dabbed on window. Simulated 
tree design which remains clear, is outlined with colored 
tape. 





f 
TRIPLE FRONT WINDOW at Star Hardware, San Car- 
los, Calif., was brightened by suspended colored orna- 
ments. Fireplace equipment was featured before a red 
brick paper fireplace to suggest Yule season. Lay-away 
plan was also featured. 
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RED AND WHITE STRIPED PAPER made an effective 
background display for dolls on steps at Kehrer’s Hard- 
ware, Seattle, Wash. A sign in the center of display tells 
viewers to “Do Your Christmas Shopping Here.” 


“GIFTS FOR THE ENTIRE FAMILY” in this toy win- 
dow at Paulus’ Valley Hardware, Grant’s Pass, Ore., are 
covered with colored foil on bottom of boxes and silver 
foil on sides which made all sides appear as if colored 
from the resulting reflection. 
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OUTDOOR SIGNS SELL TOYS DURING YULE SEASON 


Jones 


8} 
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EACH YEAR at the start of the 
Christmas season, a large cloth sign 
is hung in front of Ferring’s Hard- 
ware, Bell, Calif. It reads: Over 700 
Toy Items. This sign announces that 
the store carries toys, toys and more 
toys. In addition to the cloth sign, 
the word toys is a permanently paint- 
ed sign on the store front. Because 
it is cloth, the sign moves with the 
slightest breeze catching the eye of 
prospective customers. The same sign 
is used for several years, and so the 
cost is brought down to a low level. 
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AT CHRISTMAS TIME H. J. Paulus 
Hardware, Los Angeles, places signs 
on their awning reading: Wide Selec- 
tion Gifts For All Occasions. Christ- 
mas Toys & Electric Trains. While 
everyone knows hardware stores are 
suitable places for buying gifts, a re- 
minder like this helps get prospective 
customers into the store. Painted on 
cloth, the signs are used for several 
seasons. 








LIVE MUSIC 
PUTS SHOPPERS 
IN BUYING MOOD 


NE of the most unusual types 

of Christmas sales builders 
ever used in the Colorado hard- 
ware industry made its appear- 
ance during the 1957 Christmas 
season when Mrs. Maude Coffey, 
of Englewood Hardware, Colo- 
rado, gift retailer, presented a 
combination electric organ-pi- 
ano playing Christmas tunes on 
a “live basis” in the window of 
her housewares-gifts-hardware 
store. 

An accomplished pianist her- 
self, Mrs. Coffey is invariably 
invited to play wherever she 


LIVE PERFORMANCE of electric organ-piano music was ‘presented during 
the Christmas season in the window of Englewood Hardware, Colorado. The 
music session was conducted from 4-9 p.m. 


Denver public schools. The dustriously playing Christmas 


goes socially and the keen inter- 
est which people have shown in 
the combination of organ and 
piano music led her to capitalize 
on it for the holiday season. Un- 
able to take the time from sales 
chores to do the playing herself, 
Mrs. Coffey hired an organist 
who is a teacher in one of the 


teacher played a daily stint from 
4 p.m. until closing time at 9 
p.m. which, of course, were the 
peak hours of the Christmas 
shopping season. No system of 
amplification was needed to peal 
the music out over busy Broad- 
way in front of the store and the 
sight of a pianist-organist in- 


carols directly behind the win- 
dow was enough to literally 
“stop traffic.” 

Throughout the 1957 holiday 
season, Mrs. Coffey invited her 
customers to request specific 
Christmas songs, all of which 
were played while the customer 
was shopping in the store. 
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LARGE SIGN at back of store with “Season’s Greetings” 
welcomes shoppers to Ames Hardware, Albany, Ore., dur- 
ing Christmas season. 


LAY-AWAY-PLAN at Salinas (Calif.) Hardware is push- 
ed well ahead of the Christmas season with signs 
throughout the store. 
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CHRISTMAS WINDOW DISPLAY CONTESTS for re- 
tailers are sponsored every year by manufacturers such 
as the one above by the John Oster Manufacturing Co., 
Milwaukee, Wis., last season and won by Brock’s of 
Bakersfield for originality and presentation of products 


and point-of-sale display material. The theme of the above 


prize winner was “A Star Spangled Revue of Heavenly 
Gifts destined to shine at Christmas and throughout the 
coming year.” Other Western winners in the same con- 
test were Fortuna Hardware, Fortuna, Calif., and Cran- 
ston Brothers, Woodland, Calif. 


ATTENTION to the dinnerware and ovenware depart- 
ment was attracted by a doll surrounded by gift packages 
in a golden sleigh at the Mountain View (Calif.) branch 
of Palo Alto Hardware Co. 


COMPLETELY EQUIPPED TOOL KIT for the profes- 
sional or home handyman was the focal point of a window 
display at Hundley Hardware, San Francisco beneath 
candy canes and a “Season’s Greetings” sign. 
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Full color ads like this will appear 
in leading national magazines 


Millions of people will read 
the Eclipse sales story! 


(dud 
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“BIG E ECLIPSE MOWERS 


Excellence in performance on any kind of lawn 
fasy handling _ single fingertip control for choke speed, stop 
Economical in operation. year after year 


SEE THE SIGE MOWERS AT YOUR DEALERS SOON 


THE ECLIPSE LAWN MOWER CO 


Roitrand St Propneretomen IHiners 


J MOTE THE LOW AmGit 
FROWN) DISCHARGE 

DESIGMED HOR SAFEST SMIOOTHES 
SPREADING OF CUPPINGE 


ECLIPSE WILL GIVE DEALERS 
GREATER SUPPORT THAN EVER BEFORE 


Ecbpoe BIG E campaign to bring exceptional sales backing in ‘99 


Extensive advertising assistance 
Excellent local tie-in 
Extra dealer profits 


This year it’s both ‘‘hard sell’’ and ‘‘smart sell’’! 
More than ever, your prospects are going to be 
familiar with the ‘‘BIG E’’ Eclipse mower line. 

Attractively priced promotional models have 
been added to the Eclipse mower line. You now have 
8 rotary, 9 reel, and 3 hand Eclipse mowers to 
offer your customers. 

There are better-than-ever discounts too... 
practical sales aids...good service facilities... 
and an iron-clad guarantee that assures customer 
satisfaction. 


Write for complete information. 





Echjpoe’ WAS A COMPLETE LINE OF “BIG E” 
MOWERS — ROTARY, REEL AND HAND MODELS 


THE ECLIPSE LAWN MOWER CO. 
Division of Buffalo-Eclipse Corporation 


Prophetstown, Illinois 
Dept. 2345 


SEE OTHER SIDE FOR COMPLETE DETAILS 
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As soon as you run an ad, Eclipse backs you 
by running another...at NO COST TO YOU! 
And there's no dollar limit (as long as the 
fund lasts). 

Radio, TV, newspapers and regularly pub- 
TEJal-xe Me-dale) e) oliat-m-40ilel-t-me)m-4-1al-1e-1mell-jeal oleh dlela) 
are eligible for this plan. You don't have to 
use Eclipse ad mats... any approved ad on 
Eclipse is acceptable 

Pre-arranged ad series may also be utilized, 
VYTh damm alee iahe-1aae)e)dlelal-walame-voial-e 10] (- sm del) mmal-1-10 
only to send evidence of performance... 
receipted invoices are not required! 


New low priced Zephyr 22 will 
meet any and all price competition 
in rotary type models. And the 
Bel-Mar adds an economy priced 
mower to your reel type line. Both 
are loaded with features usually 
found only on more expensive 
models, and will outperform any 





mower in their price class. 
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SYSTEM IN OPERATION is demonstrated by John Fail- 
kowski, manager of Jenkins Hardware, to prospective cus- 
tomer. Failkowski checks stock letter (left) of toy which 
customer has selected from sample shelf. Then all the 


toy is located. 


salesman has to do is to locate the shelf above the top 
shelf around the wall which bears the same stock number 
(right) where the boxed ready-to-deliver duplicate of the 


TOY ‘INDEX-SAMPLE SYSTEM’ 


Jenkins Hardware 


Brentwood, Colorado 


OST of the operating prob- 
lems which normally give 
the hardware dealer gray hairs 
during the toy merchandising 
season have been completely 
eliminated through a simple “in- 
dex-sample system” developed 
by John Failkowski, manager of 
Jenkins Hardware Company in 
Brentwood, Colorado. 
From a small hardware store 
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. . . Expedites Christmas Merchandising 


Without Sacrificing Display Space 


in a suburban shopping center, 
Failkowski does a volume in ex- 
cess of $30,000 each Christmas 
season. Most important, he does 
it without any increase in per- 
sonnel, without sacrificing valu- 
able display space for other 
merchandise, with far less 
breakage and confusion. During 
each of the last three years, 
Failkowski’s turnover has _ in- 


creased by 25 per cent or more, 
largely because the simplicity 
and efficiency of his selling sys- 
tem is Just as conducive to big- 
ger purchases on the part of the 
customer, as to easier toy selling 
operations on the part of per- 
sonnel. 

The “index-sample” plan. is 
simple and one which has adopt- 
ed the best element of year- 
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round toy selling to the limited 
space prevalent in the average 
neighborhood store. It revolves 
around a central self-service dis- 
play gondola, 18 feet long, in the 
center of the store. Here, on 
seven tiers of shelving, Failkow- 
ski displays between 200 and 250 
samples of toys carried in his 
inventory. There is only one 
sample of each toy stocked, and 
once it goes in place on the shelf, 
it remains there until the num- 
ber is dropped. ‘Even if the toy 
becomes broken, shop worn, or 
otherwise damaged, we still keep 
using it as a sample as long as is 
practicable,” the Colorado hard- 
ware dealer indicated. “This 
means that we can do all of our 
selling on that particular item 
from the one sample in the same 
position for a period of at least 
10 days.” 

Scotch-taped onto every toy 
on the self-service “sample gon- 
dola” is a small mimeographed 
slip which gives full informa- 
tion about that specific toy. A 
series of horizontal columns 


identify the toy by name, the 
manufacturer, retail price, cost 
(for later markdowns, if neces- 
sary) and, most important, a 


letter which indicates where the 
boxed, ready-to-deliver duplicate 
of the toy may be found in the 
store’s stock shelving. 

“We use the space above the 
top shelf around the wall, run- 
ning up to the ceiling, as our 
Christmas season toy  ware- 
house,” Failkowski said. “This 
is the same space which normal- 
ly goes into the display of refuse 
cans, wheel goods, and other 
large, bulky items which are not 
important in the Christmas sea- 
son. Naturally, we have a small 
stock room at the rear, but this 
will not begin to accommodate 
anything like the holiday toy in- 
ventory. Consequently, we turn 
the upper walls all the way 
around the store into what 
amounts to both a stockroom 
and an immediate-delivery for- 
ward stock. 

On three sides of the store, 
each section of this “upper dis- 
play” is identified by a letter six 
inches high, easily readable all 
the way across the store. Let- 
ters run from A to Z, and are 


40 


keyed specifically with the toy 
samples in the center of the 
store. If the customer wants to 
find a toy steam shovel, it is a 
simple matter to look up the let- 
ter on the label attached to the 
sample, and, upon finding that it 
gives “F” as the stock source, 
she simply walks to the ap- 
propriate section of shelving 
marked “F,” and there finds a 
stack of the same steam shovels 
in the carton ready to be handed 
over to the customer, placed on 
lay away, or otherwise handled. 

Each of the sections identified 
alphabetically around the store, 
as shown, have a broad classifi- 
cation so that there may be as 
many as 40 items under “W,” 
for example. It doesn’t matter, 
of course, how many are “ware- 
housed” in such a location, so 
long as each of them is repre- 
sented by the letter ““W” on the 
sample shelf. 

There are literally scores of 
advantages to the system, many 
of which did not show them- 
selves until the program was 
actually in operation, according 
to Failkowski. “One of the first 
things we discovered was that 
we could get along with less 
salespeople and still sell a bigger 
volume,” he said. This was due, 
of course, to the fact that in sell- 
ing toys, customers and sales- 
people simply clustered around 
the sample gondola where one 
salesperson could take several 
orders without moving out of 
her tracks. After the customer 
had made up her mind, the sales- 
person simply made a notation 
of the purchase on the pad and 
then, in visiting the upper wall 
sections to procure the toys or- 
dered by one customer, she could 
simply pick up others in the 
same way.” 

Likewise extremely valuable, 
reports the Colorado hardware 
dealer, is the larger unit sales 
which are made possible. “Our 
salespeople can handle the whole 
selling job with nothing more 
than a pad of paper and a pen- 
cil,” he said. “Since it isn’t 
necessary for either the custom- 
er or salesperson to stand 
around with an arm load of toys 
in purchasing for several names 
on the list, it is easy to encour- 


age the customer to go ahead 
and buy several gifts all at once, 
telling her they will be assem- 
bled at the front desk. This is a 
far more leisurely, relaxed form 
of selling, which the customer 
appreciates and usually causes 
them to ‘open up’ more easily, 
where the purse strings are con- 
cerned.” 

As indicated above, the load 
on salespeople is tremendously 
reduced. Each can handle many 
more people per hour than was 
possible when the customer 
picked out a toy, handed it to 
the salesperson who then made 
out a sales slip, took the toy to 
the cash register for wrapping 
and payment, and then returned 
it to the shopper. Now, simply 
jotting down a letter on a 
scratch pad and assembling all 
of the toys which the customer 
ordered at once for simultane- 
ous delivery to the front desk, 
where a cashier handles the 
wrapping and payment, leaves 
the salesperson free to spend 90 
per cent of her time selling. This 
accounts for the fact that toy 
sales during the past few sea- 
sons were substantially greater. 
Failkowski is convinced—sim- 
ply because there is no “walk- 
outs” of disgruntled customers, 
unwilling to wait their turn for 
service from a salesperson. 

The Colorado hardware dealer 
Scotch tapes the mimeographed 
slips on each toy sample, and, on 
the basis of practical experience, 
allots so many toys per letter so 
that under the “E” classifica- 
tion, for example, there may be 
18 small items, while under “F” 
there may be only 6 large items. 
The most important thing is to 
group the toys logically so that 
those most often purchased are 
“warehoused on the walls” in 
letter categories closest to each 
other. “We were particularly 
pleased in the fact that no bugs 
developed as the system went 
into effect,” he said. “As it 
stands, it makes it possible for 
us to handle twice as much toy 
volume with ease during the 
busy Christmas rush, and to 
give the customer a degree of 
service which she isn’t likely to 
find in a store twice as large.” 
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Novel Lighting System 
Plays An Important 
Role In... 


BUILDING MEN'S 
GIFT SALES 


Davis & Klunder 
Colorado Springs, Colo. 


NSTALLING some 25 feet of 

brilliant white neon tubing in 
a U-shaped display case in the 
center of the store is a unique 
profit-building stunt which has 
increased men’s gift sales by 
more than 50 per cent at Davis 
& Klunder, hardware retailers 
in Colorado Springs, Colo. 

Harvey Davis and Lawrence 
Klunder, partners in the store, 
hit upon this idea when they 
were disappointed in total turn- 
over being accomplished in long- 
profit men’s gift lines. The in- 
ventory included gifts shown in 
the store’s big sporting goods 
department, such as_ optical 
goods, expensive imported cut- 
lery, fine leather goods, barom- 
eters, watches, television sets, 
gun accessories, etc. Many of the 
gift suggestions were priced up 
to $75, and, consequently, repre- 
sented unit sales. 

Given the benefit of the same 
display as a fine jewelry store 
uses in a commanding location 
and in an attractive U-shaped 
glass case, the gift items, never- 
theless, were failing to attract 
the sort of attention which Davis 
& Klunder desired. Even women 
who came into the store and ex- 
plained that they were looking 
for an unusual gift didn’t notice 
the display until it was pointed 
out. 

Putting himself in the “cus- 
tomer’s place” and looking at the 
displays from the standpoint of 
a first-time visitor to the store, 
Davis decided that the principal 
drawback to sales of men’s gift 
items were simply that they 
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U-SHAPED WHITE NEON TUBE which extends the full length of each dis- 
play case section below the glass top and down the sides outline the silhouette 
of the case in glowing white light attracting immediate customer attention. 


‘ 


were “submerged” so far as in- 
dividual attention went, among 
literally thousands of bright 
colored, eye-catching items 
which make up a typical sport- 
ing goods inventory. “We found 
ourselves having difficulty in 
locating a specific item, simply 
because of the overall effect of 
multiple display of many small 
items,” Davis said. 

The logical solution, of course, 
was to give the gift inventory 
the benefit of some highly spe- 
cialized-display which would 
superannuate any other display 
nearby. This might have meant 
complete redesign of the display 
system. Experimenting with 
ideas for making the case itself 
more prominent Davis & Klund- 
er hit upon a simple solution. 
This was the installation of 
“slimline” white neon tubing 
which extends the full length of 
each display case section, im- 
mediately below the glass top 
and down the sides to actually 
outline the silhouette of the case 
in glowing white light. 

The neon tubing used is iden- 
tical with that which provides 
lighting in several sections of 
the store, and, because of its 
unique appearance, guarantees 
that anyone entering the store 


immediately singles out the case 
for attention. Raising the light 
level within the case by more 
than 100 per cent, this model in- 
stallation, accomplished at low 
cost, insured that even so small 
an item as a pair of cuff links 
can be clearly seen from the en- 
trance. 

“Other than adding the neon 
tubing to the case, we didn’t 
have to change a thing.” 
Davis said. “We actually began 
adding more gifts suggestions as 
the case began to pick up in sales 
efficiency, and within a few 
weeks it had created a definite 
change in customer habit. Now, 
almost every visitor entering the 
store, makes a beeline for the 
neon-lighted case, inspects with 
interest the gifts suggestions 
shown within, before asking for 
help with whatever item origi- 
nally was desired. We are selling 
a lot of expensive men’s gifts on 
sheer impulse, keeping store cus- 
tomers reminded that we carry 
such an inventory, whenever a 
gift buying obligation comes up, 
etc. Total results have been a 
heavily increased sales volume, 
making the installation of the 
neon tubing one of the best mer- 
chandising investments we have 
ever made.” 
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Let's Keep The Fireman 
Away From Your Door! 


By Arthur H. Van Voris 
(Former partner in Van Voris Hardware) 


ET’S keep the firemen away from your store 

door! 

This writer recently retired after 40 years of 
active participation in a family-owned retail hard- 
ware store, which, when sold a few years ago, 
had been a going institution for 101 years... . 
and still is going strong. 

So, when I say “40 years of retail hardware, 
this phrase will at once imply to you many, many 
different kinds of business supervision and opera- 
tion. One of the most important of these is... 
fire prevention. 

In all of the years in which my family owned 
and operated this hardware store, we never had a 
fire, and now, insofar as we are concerned, I 
believe I can safely make the statement without 
“knocking on wood.” However, as I look back on 
it, this fortunate circumstance did not “just 
happen.” 

Fire Prevention Week demands our attention 
and consideration again this month and so it 
seems quite pertinent to turn our minds to some 
of the preventive measures which all hardware 
dealers can and should think about, and, when 
applicable . . . to do something about. 

Every dealer can learn a great deal from in- 
surance representatives, as to the exact type and 
amount of insurance coverage that is most suit- 
able for each individual situation. It is not my 
intent to make any endeavor to set myself up as 
an authority on insurance coverage. I will, how- 
ever, state that we always were firm believers in 
“leaning over backward” to make sure that, at 
all times, we held adequate insurance to meet any 
and all contingencies which might arise. For 
your own peace of mind, may I suggest that, 
never, for a day or a night, allow your store prop- 
erty and its merchandise contents to remain un- 
protected in this respect. 

Again, I do not think of myself as an “author- 
ity” on fire prevention in hardware stores, but, 
my years of experience as a partner and part- 
owner have left with me numerous recollections 
of “what-to-do and how-to-do-it.”’ 

Shall we now examine some of these details? 

At the outset, I think I should like to express 
the following ancient truism: “An ounce of pre- 
vention is worth a pound of cure!” 

For any given year, unhappily, millions and 
millions of dollars go up in smoke from store fires 
and according to investigations, a very large 
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number could have been prevented. Indeed, I am 
well assured that none of you readers want your 
store to enter fire loss statistics. Even a small 
fire is a serious matter. Any retailer who has ever 
suffered a fire loss can tell you about loss of cus- 
tomers, loss of trained employees and damage to 
stock. 

The pitiable feature is that in most cases, fire 
never gives advance warning and therefore no 
merchant can regard himself as immune and care- 
lessly dismiss fire prevention from store policy 
and practice. 

I have heard that fire safety experts state that 
90 per cent of all fires could have been prevented, 
had proper precautions been made. Carelessness 
is so easy, and so human... the littered stock- 
room, the forgotten cigarette, the carton of rub- 
bish too near the furnace! 

I suppose that some of the common precau- 
tionary measures were almost an obsession with 
us. For example, when unpacking merchandise, 
it was our invariable practice to destroy or im- 
mediately dispose of such packaging materials as 
excelsior, cut-paper, wadded newsprint and straw, 
and ... the carton containers. In fact, we even 
went so far as to prevail on business neighbors 
to step up the disposal pickup of their own waste 
materials which were thrown out onto concrete 
storage areas back of their own brick stores. So 
then, let’s conclude that we cannot get rid of 
combustible packing materials too quickly 
for sure! 

If, in your store, you ever smell anything burn- 
ing and cannot recognize what it is, or its source, 
don’t hesitate, at once, to call the fire department! 
They would much prefer to extinguish a small 
fire with portable equipment than to use hoses 
and pumper, and, the first five minutes can make 
all the difference in the world. 

About cigarettes, if smoking is permitted in 
your store, and chances are you can’t very well 
prevent this, then be sure to have plenty of ash 
trays distributed around, and, don’t allow them 
to get filled up with butts. To be sure, never 
dump such contents into a waste basket. 

Again, in connection with smoking, we secured 
large-type printed signs, “NO SMOKING,” which 
we placed at both entrance and exit stairways to 
our store basement. Sometimes, we had to call 
these signs to the attention of customers, but, 
when we explained it was an “insurance order” 

continued on Page 79 
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FRONT OF STORE THAT WAS HONORED AS BRAND NAME HARDWARE STORE OF 1957 


MODERN AND CRACKER BARREL IDEAS 


. . » Are Blended to Help Southern California Dealer to 
Become Honored as the Brand Name Hardware Retailer 


of the Year ... 1957 


FORGIT HARDWARE 
Newport Beach, Calif. 


L FORGIT is a modern retail- 

er-merchandiser with crack- 
er barrel store ideas. 

His experience stems from 
running a service station, a sport 
fishing landing, a restaurant and 
a ranch. This is probably why 
his merchandising ideas include 
customer relations that do not 
seem to resemble the standard 
ones that a typical hardware 
dealer uses. 
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He keeps in close touch with 
his customers — holds store 
luncheons as demonstrations, or 
weekend luncheon sessions in the 
back of the store on almost any 
occasion. 

Unusual items of merchandise 
in a hardware store are straw- 
berries, grown on a Forgit five- 
acre plot. More often the berries 
wind up in a bow! for staff and 
customers, or the Forgits re- 


SURPRISE 
PARTY on For- 
git’s 13th wed- 
ding anniversary 
was held in the 
store with a 
large cake being 
cut up for (left 
to right) Lee 
Bowmar, Mrs. 
Forgit, Al For- 
git, and Eileen 
George. This is 
one of many in- 
terludes that 
makes Forgit’s 
Hardware an al- 
luring spot to 
shop. 


member birthdays with straw- 
berry pies. Several coffee breaks 
are held each day for customers 
and sales personnel. Always 
there is an atmosphere of friend- 
liness and good fellowship at the 
hardware emporium. 

When Al was recently named 
Brand Name _  Retailer-of-the- 
Year for 1957 by Brand Names 
Foundation, he was asked why 
he carried all the brand names 
possible. His answer was a sim- 
ple one, “People know the name 
and they like the products. All 
we have to do to sell the older, 
better-known name-brand items 
is to keep them in stock—in bins 
or on perforated hardboard. 
They sell themselves.” 


Consistent Advertiser 

Advertising? His store last 
year averaged one full page of 
advertising every week in the 
Newport Harbor News-Press. 
Most of these ads were “tie-ins” 
with national ads on the top 
quality merchandise he carries. 
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Sut much of them too were de- 
voted to charities, community 
projects, and even local political 
issues. 

Early in June, Al’s advertis- 
ing program in the News-Press 
landed him first place for “Best 
National Merchandiser,’’ an 
award sponsored by the Cali- 
fornia Newspaper Advertising 
Executives Association. 

Al himself was subject of a 
full-page two-color ad which ran 
in the June 28 (1958) issue of 
The Saturday Evening Post. In 
it, he comments on a new line of 
electric: drills. 

Tie in? He used the same ad 
in the News-Press to bring old 
and new friends and customers 
into his store. 

Many Businesses Before Hardware 

A quarter century involving a 
dozen businesses, each of which 
have been successful, and inter- 
vening retirements make up the 
skein of yarns which tell the 
story of Mr. and Mrs. Al Forgit 
in the City of Newport Beach. 

It is a long story with many 
sidebars to tell how the Forgit 
couple ended up in the hardware 
business as Brand Name “Re- 
tailer of the Year” for 1957. The 
award is the high point of suc- 
cess for any business and in any 
career. 

So, let us start with 1934 and 
a hobby. 


STRAWBERRIES are an_ unusual 
type of merchandise to sell in a hard- 
ware store. These two flats of lus- 
cious berries came from Forgit’s 
5-acre farm. Those that are not sold 
by quitting time end up in bowls for 
the employees and customers, too. 
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A man operated a service sta- 
tion in Los Angeles at 12th St. 
and Wall. His is truly a “Rich- 
field Success Story!’ It was Al 
Forgit and he had many impor- 
tant customers including busi- 
nessmen who shared his hobbies 
—hunting and fishing. 

That is how it started—fish- 
ing. Forgit and his customers 
were continually displeased with 
the treatment they received on 
fishing boats they chartered. As 
a result, Forgit leased the boat 
landing at Balboa Pavilion—for 
a hobby and for rest and relaxa- 
tion. 


Live Bait Fleet Started 


It took only one year for For- 
git to start the foundation for a 
fleet of live bait boats. The sec- 
ond year there were two, and 
two more in the third with an- 
other in the fourth and still 
another in the fifth year for a 
fleet of six live bait boats handl- 
ing more than 200 passengers 
each day. 

In the passing parade the 
restaurant in the pavilion was 
acquired as was a sporting goods 
store and enough affiliated boat 
operators to handle 1600 pas- 
sengers a day at the season’s 
peak. 

In the winter off-season the 
Forgit boats provided the bulk 
of mackerel for the three can- 
neries operating in the town. 


ANY SPECIAL OCCASION can be 
the reason for a luncheon session at 
the back of the store where employees 
and neighbors gather for some tasty 
morsels. In foreground (1. to r.) are 
M. J. Sopp and Forgit watching Mrs. 
Forgit cut. 


It was Pearl Harbor Day, De- 
cember 7, 1941, when Forgit was 
returning to Newport Beach 
from Hueneme where he had 
just “tied up the harbor” for 
sportfishing operations on a 10- 
year lease. Forgit was “driving 
in the clouds” along Coast High- 
way when his radio blared forth 
the startling news that Pearl 
Harbor had been attacked. 

The attack on Pearl Harbor 
blasted the lease of Hueneme as 
the U. S. Navy moved in. It be- 
‘ame necessary to tie up the 
sportfishing fleet at Balboa Pa- 
vilion because of rationing, 
blackouts and off shore restric- 
tions. It also lowered the signs 
on the Forgit service station in 
Los Angeles. 

He was turned down by the 
Army and did the next best thing 
for his country—grow wheat on 
a family ranch in Kern County. 
On weekends Mr. and Mrs. For- 
git returned to their fleet at 
Balboa and bombarded the gov- 
ernment with requests and de- 
mands and ultimatums to be 
permitted to run their sportfish- 
ing boats. They were soon vic- 
torious, the fleet reopening with 
runs starting at 8 a.m. and be- 
ing inshore at 5 p.m. 

It was still a short day for 
fishing but the crowds came any- 
way. 

The end of the war brought 
release of pressures and the For- 
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IN A FRIENDLY ATMOSPHERE 
Mrs. Forgit shows various cookware 
items to an interested customer. Firm 
features well-known, advertised 
brands which employees find easy to 
sell. Manufacturers’ display pieces 
are often used. 
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gits decided to retire, selling 
their fleet. “We hung around, 
went to the ranch, and went fish- 
ing,” they recall today. 

The Newport Tackle Store on 
McFadden Place at the head of 
Newport Pier was ailing. Forgit 
had bought it to provide his fish- 
ing fleet with other outlets and 
ticket agencies. He decided that 
he could “bail out” the store that 
he owned and became the active 
manager in 1945. 

Business soon began to boom. 
A young man out of the Navy 
was taken into the store and the 
Newport Tackle Store operators 
required two additional proper- 
ties, one in Huntington Beach 
and the other on Coast Highway. 
The business continued to grow 
and soon the decision was made 
to sell it too, the stores being 
split up. 

Out of Retirement .. . Into Hardware 

Forgit retired again, but not 
for long. 

The oldest hardware store in 
Newport Beach had fallen on 
evil days. 

J. Harry Estus, pioneer 
plumber, merchant and builder, 
was proprietor of the store. For- 
git bought it and in a short time, 
the business again began to 
flourish. 

The hardware store was pur- 
chased in 1953. Within three 
months the business had gone 
from $607 a month for three per- 
sons working seven days a week 
to $3000 a month. The building 
was repainted, stock renewed, 
floor coverings put in place, new 
overhead lighting plan com- 
pleted. The first Christmas sea- 
son saw the store come back 
into its own. 

Forgit has made his plan of 
serving the needs of the people 
in a service station, a sport fish- 
ing landing, a restaurant and a 
ranch work in the hardware 
business. 

The basic philosophy of Mr. 
and Mrs. Forgit is “Selling Na- 
tionally Advertised Brands of 
American Merchandise at Fair 
Prices” in a place of pleasant ap- 
pearance and_ surroundings. 
Fresh stock adequately dis- 
played, advertising and promo- 
tion in keeping with the national 
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advertising programs of manu- 
facturers and suppliers is also a 
part of this philosophy. 

Mrs. Forgit is a member of 
the Business and Professional 
Women’s Club and has just been 
installed as vice president. She 
also is a member of Zonta Inter- 
national. Among hobbies is 
bowling, having been at one 


time, Women’s State Bowling 
Champion of California. 

Al Forgit is newly elected 
president of the Newport Busi- 
nessmen’s Association; a mem- 
ber of the Newport Harbor 
Lodge of Elks; and a member of 
virtually every angling, fishing 
and sporting organization in 
this area. 


SIMILAR PHOTO appeared in a Stanley tool advertisement in the June 28 
issue of the Saturday Evening Post, showing Forgit holding drill near his oak 
plank testing board which helps to convince customers after one demonstration. 
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ON MONDAY MORNING the “boss” and all of the store personnel engage 
themselves in pricing newly received merchandise to replace stock on shelves. 
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NOVEMBER MERCHANDISING 





| 


| WINDOW A 


} 





WINDOW B 


IN-STORE 
PROMO- 
TIONS 
AND 
SOURCES 
FOR 
ADVERTIS- 
ING 


FOR 


ADDITIONAL 
PROMOTIONS 


SPECIAL 
DATES 


FIRST WEEK 


1-7 


SPECIALTY: -GtET 
SHOPS’ OPENING 


LAY - A- WAY GIFT 
PLAN (Cont.) 


SPECIALTY GIFT 
SHOPS’ OPENING 


Establish the following 
In-Store specialty Gift 
Shops: 


Sports Gift Shop 
Garden Gift Shop 
Toy Gift Shop 

Tool Gift Shop 
Housewares Gift Shop 
Appliance Gift Shop 


SECOND WEEK 


Nov. 8-14 


SPECIALTY GIFT 
SHOPS’ OPENING 


PLUG-IN FESTIVAL 


PLUG-IN FESTIVAL 


ype 


SPECIALTY GIFT 
SHOPS’ OPENING 


GIFT WRAPPING 
TABLE 





THIRD WEEK 


Nov. 15-21 


THANKSGIVING 
ENTERTAINING 


PLUG-IN FESTIVAL 


THANKSGIVING 
ENTERTAINING (Fea 


PLUG-IN FESTIVAL 
GIFT WRAPPING 
TABLE nt 


SPECIALTY GIFT 
SHOPS OPENING 


Nov. 27 — 7 


Day 


hanksgiving 


FOURTH WEEK 


Nov. 22-29 


THANKSGIVING 
ENTERTAINING 


GIFTTIME FOR 
SPORTSMEN 


GIFTTIME FOR 
SPORTSMEN 


GIFT WRAPPING 
TABLE 


SPECIALTY GIFT 
SHOPS’ OPENING 
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NOVEMBER PROMOTIONS 





Plug-In 
Time 


Schedule: Nov. 8-21 


OBJECTIV E—Promote electric housewares and 
other small electrical items at this time not only 
to sell for home use but also as Christmas gift 
items. 


WINDOW—For the central sign use a round 
cardboard piece and encircle with a holly wreath. 
Wall plugs can be painted on as shown. If you 
want a more elaborate sign use receptacles from 
your stock and fasten on with cardboard. The 
latter method is better as you can actually insert 
the plug so that it will stay in. This idea of at- 
taching the cord to a socket is excellent. Until 
you see one of your appliances displayed in this 
manner you can hardly realize how much more 
alive the window will appear. When a toaster or 
coffee maker is displayed with the cord rolled up 
they look like inanimate objects. However, when 
they appear to be plugged in they take on life. 
The coffee maker looks like it is about ready to 
steam; the toaster looks like it is about ready to 
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PAINT! 




















pop up two slices of toast. It is a simple and in- 
expensive way to stimulate the imagination of 
window gazers. Use several large cut-out stars 
(made of foil) to use for displaying small items 
such as electric clocks, shavers, vibrators, etc. on 
the floor. 


ADVERTISING — Include electric housewares 
items on your gift suggestion lists for direct-mail 
advertising and radio. For newspaper advertise- 
ments you might have an artist prepare a head 
similar to the design used in the Window. Many 
items should be shown in the illustration and they 
should all be plugged into receptacles. A list of 
the products and their price can appear below or 
to one side. If you don’t want to go to that ex- 
pense find a suitable mat for a head and then use 
illustrations of several electrical items along with 
information about their use, quality and price. 





DO YOU PLAN A CHRISTMAS PROMOTION? 


If so, perhaps you may have a new idea worth passing on. 
Drop a line to the editor giving a brief outline of your plan. 
Arrangements will be made to have the event written up for 
our annual gift issue next year. Advise if photos will be 
available. Let us know as soon as possible. 
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Thanksgiving 


Entertaining 


Schedule: Nov. 15-29 


OBJECTIVE—This promotion is obviously de- 
signed to sell merchandise for Thanksgiving. 
However, it is a good time also to push kitchen 
tools and other items used in the preparation 
of meals. 


WINDOW—lIt doesn’t take much money to 
prepare this window, but if you will give it just 
a little extra time you will have as effective a 
window as you can get without going into some- 
thing elaborate and costly. The sign is made out 
of yellow paper and designed as a valance. It is 
attached to the inside of window by pressure- 
sensitive tape. The backdrop is unusual and sim- 
ple to make. Just tie as shown about four to five 
kitchen tools to hang from the ceiling or frame 
at back of window. Use a round table top or 
piece of wall board cut into a circle. Cover with 
a white cloth or paper and set in formal style 
with quality dinnerware, silverware and glass- 
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ware. The card on table should simulate a printed 
invitation. It can have the word “Welcome” 
drawn on it or the words “You are invited...” 
Also place a fancy centerpiece at back of table. 
Use round or square risers at the back corners. 
Use gold foil on floor as shown to give a rich 
appearance to the display. 


ADVERTISING—In using direct mail suggest 
that the prospect come to your store to see all 
the items you have that can be used in the prep- 
aration and the serving of the Thanksgiving meal 
as well as any other formal dinner. Then men- 
tion that while they are there they might as well 
consider some of these items as Christmas gifts 
and buy them on your lay-away plan. The same 
idea might be used in newspaper advertising. 
Select an attractive mat for the heading and use 
illustrations of a group of items most likely to 
appeal to the housewife at this time. 





COMING ... TWO IMPORTANT ISSUES 


In January we will present our annual Pre-Con- 
vention and Show Issue. It will list all the mar- 
kets, shows and conventions held during the win- 
ter months in the West. There will be articles on 
“How to Shop a Show,” advance information on 
conventions and store operation stories. 


In February .. . the once-in-a-lifetime issue. . . 
“Welcome Alaska.” Read about the exciting north 
country where wholesale and retail hardware sell- 
ing is different ... where refrigerators have been 
sold to Eskimos . . . where the next town is mea- 
sured in hours . . . where there are plenty of 
opportunities for American initiative. 
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No other locking adjustable like this new 
CRESTOLOCK WRENCH ! 


PUSH TO LOCK 
PULL TO UNLOCK J ‘ 
one hand operation. NS No. ACL110 


10° Size. 1% cap 


Engineered by the originators of the famous 

Crescent Wrench, here’s a practical, depend- 

able adjustable wrench that can be locked at , 

any infinite opening size within its capacity. rt 2 Be iso twoe Get this 12” x 16” 
Basically, it’s the time-proven Crestoloy — Co eee 


. ’ Sheet metal with 
Wrench PLUS a simple, positive locking heavy wire easel, 


. — . bright yellow and 
device. 1 ‘ ~ j maroon. Holds 3 
There is no working strain on the lock... _—_ i. asters See 


: : ja Ask your jobber. 
no projections...it is operated by the 
thumb of the same hand that holds the 
wrench. If the lock should be damaged, 
the wrench is still operative as a standard 
Crestoloy. Available in 8, 10 and 12 inch 
sizes, chrome plated with stainless 
steel locking device. 


Sign of lhe A Ht«MEn 
Syrnlbot oh Creellence 


Crescent is ovr trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 18 on INQUIRY CARD 
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HALLOWE'EN 
CARNIVAL... 


Pays Off in Extra 


Business, Goodwill 


Ketchum Builder Supply Co. 
Salt Lake City, Utah 


ETCHUM BUILDER SUPPLY CO. in Salt 

Lake City, Utah makes a big thing of Hal- 
lowe’en .. . and it pays off in extra business, extra 
goodwill. 

As an annual promotion, the firm holds a 
Ketchum Hallowe’en carnival with the store 
decked out in Hallowe’en skeletons, witches, 
pumpkins and monsters. 

In connection with the promotion, the store 
offers free entertainment to customers and re- 
freshments are served. 

And arrangements are usually made with man- 
ufacturers for special demonstrations during the 
sale. 

During the Hallowe’en sale, special merchan- 
dise is sale-priced in the store, and these Hal- 
lowe’en specials are marked with unusual skele- 
ton-type price tags. 

Last year during a typical one-day Hallowe’en 
sale, the store made arrangements with a local 
bakery and meat packer, and a special hot dog 
stand was erected in the middle of the store. 
More than 1500 hot dogs were sold during the 
day at five cents each, along with 15 gallons of 
coffee. More than 800 lollipops were also dis- 
tributed to youngsters. 

To keep the festive spirit of the occasion, the 
Utah Tune Rustlers, a local western music group, 
was hired to play during the sale, from inside the 
store and on a special outdoor roof platform. 

Emerson Smith, advertising manager of the 
store, said the entire cost of the promotion was 
$275. 

“For which we had one of the biggest days in 
the history of the company, so we consider the 
money well-spent and will continue the Hal- 
lowe’en Harvest of Values as an annual sales 
event here at Ketchum’s.” 
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LOOK FOR 
/HE SKELETON 
PRICE TAGS 

IN EVERY 
DEPARTMENT 


A FALL HARVEST 


OF BARGAINS 
SAT., OCT. 12 
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7 F Lonel Roller Cover 
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White and colers. ma 14s 89. 
Qt. Glamerene Brush Bath 
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tn 2", 


aie th Sd 


Rey. 3 


HOT DOGS 5c 


Served by Archie McFarland and Son 


22n19 VC, Levatory Complete 39°° 
205.12 Compartment Ledge Sink 12°5 


20218 Levetory Complete 54 
Peart Pyriin Setid Core Seat 8 
$2 ollewance om old veot 

White Solid Core Seat 5)5 
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. 
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FALL FESTIVAL OF BARGAINS as advertised by 
Ketchum Builder Supply Co. featured special merchandise 
which was sale-priced with unusual skeleton-type price 
tags. A large skeleton appearing in the upper right hand 
area of the advertisement called attention to the readers 
to “look for the skeleton price tags in every department.” 
Plumbing supplies, paint and power tool specials were 
grouped inside pumpkins in lower left area of ad. 
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material! 


MORE POPULAR THAN EVER... 
STORMLITE KITS 


Reliable RV-Lite 24SL and 24SLH, dressed up in new and 
colorful polyethylene envelopes and packed in a counter 
display carton. Just open the carton, place on counter, and 


you’re ready for business! Each kit contains polyethylene 


sheeting, molding strips, nails and complete instructions. 
48 envelopes, 2 display cartons per shipping case. 


STOCK ‘EM NOW! } 


The season’s here... and time to stock storm window kits. New modern packaging 
to help speed up turnover, PLUS R-V-Tex, the world’s newest low-priced window 


CLEAR VINYL PACKAGED 
STORM WINDOW KIT 


Another dependable best seller: Clearest vinyl plastic storm 
window kits Nos. 100T and 200T. Both in bright, colorful 
chip-board self-merchandising cartons. No. 100T contains 
vinyl plastic sheet, molding strips, nails, instructions. No. 
200T includes vinyl plastic sheet and tape for indoor in- 
stallation. A boost for your storm-window material sales! 
24 boxes to shipping carton. 





TOUGH R-V-LITE KRAFT DOOR 
WITH VINYL WINDOW 


Super-tough R-V-Lite kraft storm-door kit, ready to con- 
vert any ordinary screen door into a really protective 
storm door. Clear vinyl window, centered in kraft sheet 
and sewed in position. Kit includes kraft sheet, molding 
strips, nails, and clear, easy-to-follow instructions. Large 
enough to cover nearly any standard screendoor size. Indi- 
vidually packaged, 12 to a carton. 


Arvey CORPORATION 


Since 1905 


WX 








RV-TEX... 
WORLD’S NEWEST WINDOW MATERIAL 


Exclusive R-V-Tex, the world’s newest low-cost window 
material that will put new life in your window material 
sales! Price low...to reach all of your market. Tougher, 
longer lasting ... Fiberglas-reinforced polyethylene! Won't 
stretch, won’t sag. Retains softness... won’t “boom” or 
rattle. No. 500X Clear R-V-Tex available in rolls only: 
150’ length in widths of 36” and 72”. 


ORDER NOW! 
SEE YOUR R-V-LITE REPRESENTATIVE OR R-V-LITE JOBBER. 


R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 


“R-V-Lite’ and “R-V-Tex” are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey Corporation. 
For Details Circle 19 on INQUIRY CARD 


OCTOBER 1958 


51 








RETAILER’S DISPLAY KIT for 
Cosco products includes easel mounted 
ad reprints, paper-sculptured Santa 
Claus, ad mats and display sugges- 
tions. — Hamilton Manufacturing 
Company 

For Details Circle 242 on INQUIRY CARD 
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KLIP KLAMP counter display is de- 
signed to assist the retailer in mer- 
chandising the product helpful for all 
light clamping needs.—Wedgelock 
Corporation 

For Details Circle 243 on INQUIRY CARD 


CHRISTMAS BULB MERCHAN- 
DISER is a self-displaying carton 
printed in bright red and green re- 
quiring little space. — Westinghouse 
For Details Circle 244 on INQUIRY CARD 
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Merchandising Aids 


CELLOPHANE TAPE DISPLAYS 
for the Christmas season is available 
in 11 separate sizes to accommodate 
each dealer’s need.—Minnesota Min- 
ing and Manufacturing Co. 

For Details Circle 245 on INQUIRY CARD 


SELF-SERVE CABINET for Kwik- 
Seal is designed for check - out 
counters and other traffic points. Dis- 
play holds 10 tubes.—Dicks-Arm- 
strong-Pontius, Inc. 

For Details Circle 246 on INQUIRY CARD 


“GONDOLA” DESIGN floor stand 
gift wrap mass merchandiser keeps 
foils, ribbons and giftrim items in 
full view for maximum sales.—The 
Papercraft Corporation 

For Details Circle 247 on INQUIRY CARD 





ILLUMINATED DISPLAY accom- 
modates 20 clocks in only two square 
feet of space. Serves as small clock 
department. — Sunbeam Corporation 
For Details Circle 248 on INQUIRY CARD 


7 
WIDE ASSORTMENT of Christmas 
tapes for gift wrapping are pre- 
packed in tray for self-service sale. 
Back panel shows prices of items.— 
LePage’s, Inc. 
For Details Circle 250 on INQUIRY CARD 


HOLIDAY-NAUTICAL MOTIF de- 
signed sleeves transform speedometer 
and compass cartons into Christmas 
gift packages—Aqua Meter Instru- 
ment Corp, 

For Details Circle 251 on INQUIRY CARD 
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Let one name. Soabeve__solve your fastener puzzle 
a 


Southern Screw’s quality, service, and EZ to C© packages lead to the 
profit you’re looking for in fasteners. 


Stock the full line of Southern Screws and Bolts — famous for quality 
and for customer preference. Sold through leading wholesale distributors. 


Write today for our new Package Stock Guide. Address: Southern Screw 
Company, P. O. Box 1360, Statesville, North Carolina. 








WOOD SCREWS @ STOVE BOLTS 
MACHINE SCREWS & NUTS 
ABC & F TAPPING SCREWS 


WOOD DRIVE SCREWS @ CARRIAGE BOLTS Sy Cc R t Ww Cc oO M4 PA ae Yy 


STATESVILLE e NORTH CAROLINA 
WAREHOUSES: 


NEW YORK @ CHICAGO @ DALLAS @ LOS ANGELES 


For Details Circie 20 on INQUIRY CARD 
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Choose the package 
that suits you best 


TUBBS nor: 


packaged to sell the way 
your customers want to buy 


© Measured and marked every 5 feet. 

© Just count and cut — saves selling time 
for small or odd-length orders. 

© Keeps rope clean, eliminates snarls. 

© 4 sizes — ¥4" — 5/16" — 3%" — 2" dia. 

@ In both Manila and Sisal. 








e Pre-measured 100-ft. connected 
coils — 2 to 7 coils per carton, de- 
pending on rope size. 

@ Sell separately or in combination. 

e4 sizes — 4%" — 5/16” — %"” — 


Y," dia. 


® In Manila, Sisal, and Cotton. 








STANDARD COILS 


@ Furnished in full and half coils. 

® All sizes and grades available including 
Extra Superior Manila — Rancho Manila — 
Victory Sisal. 








4 


a 


Tubbs also makes a number of special-purpose 
ropes carefully engineered to meet specific job 
requirements. Whatever your rope problems, Tubbs 
experience can help supply the answer. 


Call your jobber today and specify Tubbs — un- 
surpassed for quality since 1856. 


CORDAGE COMPANY | « 


Send for free copy of useful, pocket-size booklet, “Selection, 
Use and Care of Rope”, and literature on Tubbs packaged rope. 
Write Dept. HW-10. 


For Details Circle 21 on INQUIRY CARD 
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Five large manufacturers in the 
hardware and housewares field have 
formed a _ non-profit merchandising 
corporation designed to “Help retail- 
ers sell quality at a profit.” 


Known as the Hardware/House- 
wares Merchandising Alliance, Inc., 
the group includes the O. Ames Com- 
pany, Parkersburg, W. Va.; Borg- 
Erickson Corporation, Chicago; O’Ce- 
dar Corporation, Chicago; Rubber- 
maid, Inc., Wooster, Ohio, and Wear- 
Ever Aluminum, Inc., New Kensing- 
ton, Pa. 


This organization will in no way 
affect the manner in which each 
company conducts its business. It is 
simply a move to effect more service 
to the retail hardware trade in pro- 
motional programs. 


The merchandising alliance, a new 
approach to the problem of closely 
coordinating selling efforts of manu- 
facturers, wholesalers and retailers 
will have four major objectives: More 
effective newspaper advertising, im- 
proved sales promotion programs and 
materials, closer communication be- 
tween wholesalers and retailers, and 
continuous research into more effec- 
tive selling methods. 


“One of the prime reasons this 
group was formed was to give the re- 
tailer the kind of advertising which 
pays off with increased sales,’ How- 
ard M. Schick, president of the alli- 
ance, said. “Our first step in this di- 
rection is a free ad mat service which 
will help the retailer sell quality at 
a profit. This in turn will benefit 
both the wholesaler and the manu- 
facturer.” 

A brochure has been prepared for 
retailers to show how local merchan- 
dising . . . through use of the pre- 
pared ad mats . can be tied in 
with continuous national advertising 
of the five sponsoring firms. 

Mr. Schick, who owns a retail store 
in Lee’s Summit, Mo., has worked 
with wholesalers and manufacturers 
throughout the country for the last 
ten years and has been in retail sell- 
ing for 30 years. 

Home office of the alliance is in 
Lee’s Summit. 

For Details Circle 164 on INQUIRY CARD 


TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy ... tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 
mail box. 


HARDWARE WORLD 








SALES CENTERS 
FOR 


Oxco 


NAL @ 
° Fr, 


: z 
designed to jo specifications 





CLEANING No. 25 HOUSEHOLD BRUSH 
suPPLIES (7) MERCHANDISER 

HOUSEHOLD BRUSHES For big volume brush sales. You get one dozen each of 

25 popular Oxco brush styles, with No. 15 display fixture, 

25 hangers and top sign. Permanent-type, wood and 


peg-board Display-Merchandiser included in total price 
of Assortment. 


q No. 12 HOUSEHOLD BRUSH 
MERCHANDISER 
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’ 
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For the smaller store. You get one dozen each of 12 fast- 
moving Oxco brush styles, with No. 9 display fixture, 
12 hangers and top sign. Order brushes at regular prices 
and you get Display-Merchandiser at no extra cost. 


Wide range of styles and prices covers your market. Many brushes 
feature Oxco’s solid plastic handle in pink, blue or yellow. All 
brushes labeled and pre-priced. 


I y , 
FOR “THE QUEEN WHO CLEANS”’’—DuPONT /yitex. NYLON-FILLED BRUSHES 


ue 
de 


< 


~ 
TOPPER Pastry  Nibinieg _ 


No. 659-H Percolator 
No. 652-H Bottle 


No. 617-H Bow! No. 635-H Pastry No. 634-H Vegetable 


NATIONALLY ADVERTISED x 
Start building up your sales of brushes and [BRUSHES] 
lated cl i li ith th NRHA— 
<< ~_ mo pci ee tg ot cmunebin for 


< « 
jE IP we 4 island, gondola, wall or column display. Com- OX FIBRE BRUSH COMPANY, INC. 


: plete information is available from your ; nr 
Good Housekeeping Jobber... ask your salesman on his next call rreoenicn olebtished /Sf4 MARYLAND 


¥ SS 
wor as Abvearistd THES for free Brochure—“How to Merchandise 
Cleaning Supplies for Greater Profit.” 





TIA COMICUGITT for Speedy Sales 
foesor (EAN aaa 6oand Profits... 


No. 770 ea alla 
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DISHWASHER |! . ] HOUSEHOLD MOP 
= | > PAN BRUSH 


— 


Speeds dishwashing, 
keeps hands out of 
hot water. Springy, 
hygienic SARAN 
bristles . . . attractive 
solid plastic handle 
in pink or yellow. 


Scrubs and scours 
tas a useful kitchen 
2 ys om retail brush with real im- Builds volume and profits, keeps your 

, Filling | : Reka : 
ee pu se features Filling in face cleaning supplies department up to date 
Holds 6 Dishwashers (3 white tampico fibre . » seo DuPont cellulose sponge yarn won’t lint 
yellow, 3 pink) in stand- crimped brass wire. Attractive or tangle, mops and dries quickly. 
a nea ss cee 7 plastic handle in pink and yellow. Includes strong metal head clamp, red 
caibighMeianietiainlo, J fis Individually carded for mass or wood handle. Mop head packaged in 
or hang-up display. VF jumble display, or hang-up. attractive film wrapper. 








AND...OXCO’S FLOOR SWEEP DISPLAY #1 
FOR GREATER PROFIT PER SQUARE FOOT! 


Increase volume on profitable floor sweeps with less than 2'4 OXCO Floor Swi eps 
square feet of floor space! Oxco Floor Sweep Display + 1 does Ml 

all this for you—DISPLAYS three styles of sweeps, plus handles. 

SELLS by use and proper style. Sign tells customer style of sweep 

needed for his floor surface. STOCKS extra sweeps and handles. 


18 SWEEPS AND HANDLES PLUS METAL RACK 


All packed in one carton. Easy to set up 3 FAVORITE sweeps (14”) 
—no complicated bolts and nuts—rack 6 FAVORITE sweeps (18”) 
simply unfolds and it’s ready for stock- 3 CHOCTAW-X sweeps (14”) 
ing. Top sign tells customer style of 4 CHOCTAW-X sweeps (18”) 
sweep needed for his floor surface. 2 GARAGE palmyra (18”) 


DISPLAY RACK AND TOP SIGN > 


ASK YOUR JOBBER FOR 


OX FIBRE BRUSH COMPANY, INC. 
litablished 188: 


FREDERICK MARYLAND 





Slaymaker Holds Contest The NEW TAYLOR CHAIN salesmaker 


A $500 dealer display contest is be- 


ing sponsored by the Slaymaker Lock 
Company. Thirty-five cash awards will 
be made for outstanding displays of 


Slaymaker products with a top award 


of $250. Displays of the firm’s prod- 
ucts can be any kind: window, counter, 
bin, shelf, rack, ete. 


Photographs of display with dealer 
name and address on the back must 
be mailed no later than November 15. Straight 
Judging will be done by a distin- Link 
guished panel and prizes awarded be- Coil 
“ rd Chain 
fore January 1, 1959. 

For Details Circle 258 on INQUIRY CARD 


Electrikbroom Dealer Helps 


Regina Corporation has started an 
extensive fall consumer advertising 
campaign in 15 leading magazines as 
well as in specialty and trade publica- 
tions featuring their Regina Electrik- 
broom. To tie in with this program 
they are offering dealers newspaper 
advertising mats, radio and television 
commercials, statement enclosures, 
displays and colorful folders. 

For Details Circle 259 on INQUIRY CARD 


LADDER SAFETY POSTER 


An impressive poster with many 
illustrations showing the right and 
wrong ways to use ladders. A good 
poster to hang on the wall. They are 
made available by the American Lad- 
der Institute. 

For Details Circle 260 on INQUIRY CARD 





Tavlor’s mew store-tested chain salesmaker creates a dramatic 
display ... speeds selection of any of 32 types and sizes of chain 
and attachments . . . stimulates the best chain profits in the hardware 


business! All on /ess than 2 sq. ft. of floor area. Put this new cost- 





cutting, profit-making, chain sales 


tool to work in your store right away. 


Long leverage chain cutter included. 
aylor 


Call your jobber or write today. 


ade 
4 - Ss. G. TAYLOR CHAIN CO., INC. 
When | said | wanted a window dis- Weindinel tndtuae 


play thet ar yo ee CHAIN °°: 3505 Smaliman St., Pittsburgh, Pa. 
For Details Circle 23 on INQUIRY CARD 
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NOV 


IN LOS ANGELES 
to Serve the entire West 


visual 
MERCHANDISING 
EQUIPMENT 


A COMPLETE SELECTION of store 
V ee aan, fixtures and display equipment from 
BINNING one source. 


EQUIPMENT 
V DISPLAY STANDS STORE PLANNING SERVICE and 
self-serve sales techniques. 


Vv GONDOLAS 
MERCHANDISE PRESENTATION AP- 


v OVER-COUNTER 
Y WALL SECTIONS, PLICATIONS for hard lines and soft 
T lines. 


Vv STANDARDS 
v BRACKETS 


WRITE NOW FOR 
THE FREE NO. 59-S 


NEW from COVER TO COVER 
with hundreds of ideas on the 
latest merchandise presenta- 
tion applications .. . 132 
Pages . . . 700 illustrations. 


RPORATION 


co 
REFLECTOR- -HARDWARE Los Angeles 15, Cal. 


851 South Los Angeles St., 


Gentlemen: oat 
Please RUSH my free copy of the ALL N 


Spacemaster 59-§ Catalog. 


EFLECTOR 


HARDWARE CORP. OF CALIFORNIA 
LOS ANGELES ST. LOS ANGELES 15, CALIF. 


St PARK it NEW YORK NY 


For Details Circle 24 on INQUIRY CARD 


851 S. 


MELRO 





if your your phone rings, don't $ 
AND WIN 2 5 CASH! 


“STATE HARDWARE is 

having a WALLPAPER SALE" 
say “Helle” — answer 
with the above words 
Hf you have bought wallpeper from Stote Hardware during May, you will 
receive $25 in merchandise credit, in addition to the $25 cash prize above! 
DON'T SAY HELLO — say, "State Hardware is Hoving @ Wallpaper Sole!" 


nxn ue STATE HARDWARE 


Phone 81 





FREE PHONE COMMERCIALS 


ALF the housewives in Logan, Utah, recently 
were answering their telephones with a free 

commercial plug for the Logan branch of the 
State Hardware store. 

It all started with an unusual promotion by the 
store to advertise a special wallpaper sale. 

In a large newspaper ad, the firm announced 
it would make a series of telephone calls each day, 
and for every housewife who answers the phone 
with the phrase, “State Hardware is having a 
wallpaper sale,” the firm would give $25. 

The result was, of course, that hundreds and 
hundreds of phone calls were answered during the 
promotion with a free commercial plug for the 
store. 

In addition, the store offered a special $25 mer- 
chandising credit slip to the $25 in cash for every 
winner who bought wallpaper at the store during 
the sale prior to winning. This also increased sales. 

A spokesman for the store said the offer re- 
sulted in lots of “good fun and free advertising 
for us, and we made a lot of new friends.” 





CHRISTMAS CONSUMER CATALOG produced by nine 
hardware wholesalers under the direction of Cosgrave and 
Associates features hardware Christmas gifts of famous 
national brands. Included in the 16-page, four-color cata- 
log are three pages devoted to specially priced Christmas 
merchandise to produce traffic and price impression to 
combat chain competition and discount houses. These cat- 
alogs will be offered by Western wholesalers. 

For Details Circle 241 on INQUIRY CARD 
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DU PONT 


No "7" LINE 
DEALER 


“STORE HOURS” DECAL needs no 
moistening for application. Indicates 
exact opening and closing hours for 
each day of week.—E. I. du Pont de 
Nemours and Company. 

For Details Circle 252 on INQUIRY CARD 


HUE-RAY ROYALINE color display 
lamps are easy to install and require 
no special fixtures. For dramatic use 
of color effects and mood settings. 
Available in six colors.—Nu-Lite Cor- 
poration 

For Details Circle 253 on INQUIRY CARD 


AUTOMATIC CHANGE DISPENSER 
calculates and _ dispenses correct 
amount of change due customer pre- 
venting human error in giving out 
coins.—The National Cash Register 
Co. 

For Details Circle 254 on INQUIRY CARD 
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STORE OPERATIONS 





FULL-VIEW DISPLAY, which eliminates danger from sharp tools and ma- 
chinery demonstrations, is a typical application of Nu-Rail Slip-On Fittings 
and standard I.P.S. pipe for safety guard rails in merchandising establish- 
ments. The pipe enclosure is made from lengths of pipe assembled with Nu- 
Rail structural fittings which are quickly and easily fastened with hardened 
set screws, applied by a hex-wrench. Panels of thick, clear plastic are placed 
between the uprights and drilled to receive tool displays which are bolted di- 
rectly on the plastic panels inside the enclosure. The arrangement affords full 
visibility without hazards to customers.—The Hollaender Manufacturing Com- 
pany. 
For Details Circle 255 on INQUIRY CARD 


PHOTO CENTER DISPLAY is de- 
signed for easy entry into the photo- 
graphic business. Display encourages 
self-service demonstration and fea- 
tures a balanced stock of Argus color- 
slide cameras, projectors and related 


BANDED SH 


SPACEMASTER SPLICERS are de- 
signed to fit diamond and expanded 
metal shelves or counter tops. Ideal 
for feature bins, cross-dividing, and 
countless other binning applications. 
—Reflector Hardware Corporation 
For Details Circle 256 on INQUIRY CARD 


accessories. It provides a convenient 
means of entry into popular color- 
slide photography, which is expanding 
hand in-hand with travel, sports, va- 
cation and other leisure-time activi- 
ties. —Sylvania Electric Products, Inc. 
For Details Circle 257 on INQUIRY CARD 





... BEST IN THE WEST 


Join the thousands of hardware retailers in the 12 western states and Hawaii 
who take advantage of the FREE inquiry service offered by HARDWARE 
WORLD every month. For further information about any item in this issue just 
circle numbers on INQUIRY CARD facing page 74 and mail to us. We do 
the rest. 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 





PORTABLE HAIR DRYER has long- 
life heating element, lifetime lubrica- 
tion with safe automatic thermostat 
to prevent overheating and fingertip 
controls. Operates on AC or DC.— 
John Oster Manufacturing Co. 

For Details Circle 152 on INQUIRY CARD 


ICE PRESERVER made of Fiberglas 
features black plastic case and cover 
with contrasting rice white liner of 
high impact styrene. Preserver is 
held in stylized brass basket.—The 
American Thermos Products Com- 
pany 
For Details Circle 153 on INQUIRY CARD 


ALL-PURPOSE LIGHTER is ideal 
for barbecues, fireplaces, oil heaters, 
campfires, etc. Easily lighted with 
match and each stick burns up to 20 
minutes. Completely safe. — Quick- 
Fire Products Corporation 

For Details Circle 154 on INQUIRY CARD 


60 





“DISPENSETTE” paper and_ towel 
dispenser features automatic forward 
feed for paper towels, foil and wax 
paper. It may be placed on shelf or 
wall. Embossed on_ front.—Master 
Metal Products Co. 

For Details Circle 155 on INQUIRY CARD 


BALL-FLOW HOSE SHUT-OFF with 
spray head is used as a water shut- 
off or flow regulator for lawn sprin- 
klers. Saves needless walking when 
moving or disconnecting sprinkler.— 
The Specialty Mfg. Co. 

For Details Circle 156 on INQUIRY CARD 


“VANDAL-PROOF faucet aerator is 
easily installed or removed by use of 
small key wrench. Produces soft, air- 
filled water stream with no splash. 
Made of solid brass—Wrightway En- 
gineering Co. 

For Details Circle 157 on INQUIRY CARD 


AUTOMATIC HEATER produces ra- 
diant and forced warm air on two 
heat settings, has giant reflector, 
automatic thermostat, mercury safety 
switch, push button controls and other 
features.—General Electric 

For Details Circle 158 on INQUIRY CARD 


OPEN ROAST AND BROIL PAN of 
solid stainless steel with adjustable 
rack features drop-type handles. Mea- 
suring 16” x 12” x 2”, utensil will ac- 
commodate 18 pound turkey.—Revere 
Copper and Brass Corp. 

For Details Circle 159 on INQUIRY CARD 


vy, 
J 
: 


INSULATED BEVERAGE SERVER 
designed for individual or bedside ser- 
vice. Triple insulated, server is shock 
and temperature resistant. Available 
in pink, yellow and turquoise.—N.F.C. 
Engineering Company 

For Details Circle 160 on INQUIRY CARD 
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Sell two big markets 


WITH 


Adjustable Shelf Hardware 


You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales. And the 
do-it-yourself remodelers appreciate the profes- 
sional job they get with these easy-to-install 
fixtures, 


FOR BUILT-IN SHELVES 


Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be 
mounted on surface or flush. Shelves 
can be quickly adjusted, easily aligned. 
No, 255 standards come in 24 inch 
to 144 inch lengths. 


FOR OPEN WALL SHELVES 


These sturdy standbys are available 

r in satin anachrome or brushed brass 
“als finish. They add smartness to any 
of room and provide excellent storage 
‘ space on open wails. Standards avail- 
able in 18 inch to 144 inch lengths; 


beackets in 4 inch to 20 inch lengths. 


} | 

| a ~~ 
“Tt } 
No. 80 Standard 
No. 180 Bracket 


FOR EXTRA HEAVY DUTY 


1 

Best on the market for heavy-duty 
installations. Recommended for heavy | 
storage in homes or for paint, hard- e | 
ware or grocery stores or for hangrod | 
installations. Standards available in | 
lengths of 36 to 144 inches, brackets | 
cd 


from 12 to 24 inches. ' 


No. 87 extra heavy-duty standard 
No. 187 extra heavy-duty bracket 


Ask your jobber or K-V sales representa- 
tive about the popular packed units of 
K-V 80-180 standards and brackets and 
K-V 233-239 standards and supports, 


KNAPE & VOGT MFG. CO, 


Grand Rapids, Michigan 
For Details Circle 26 on INQUIRY CARD 
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Multiply 
your rental 
prospects 





4 

Here’s a new rental machine that does the work of 2 for the price of 1. 

Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 

30 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


ai ()|:]9 MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN O YEARS 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-10 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Nework 8, N. J. 


Please send me details on Holt JW12 for rental use. 


POSITION. 











For Details Circle 25 on INQUIRY CARD 





Use Inquiry Postcard for Further Information About NEW PRODUCTS 





INFRA ‘‘NIGHT-WRITER’”’ ball- 
point pen features a built-in light for 
writing in the dark or under poor 
lighting conditions. Remove _ plastic 
cover and use it as a pocket flashlight. 
—Silver Bells Limited 

For Details Circle 141 on INQUIRY CARD 


RINSE ADDITIVE DISVPENSER 
which automatically places powdered 
laundry compounds into water during 
rinse cycle is a feature of the 1959 
Kelvinator washers. Eliminates man- 
ual loading—American Motors Corp. 
For Details Circle 142 on INQUIRY CARD 


RUST SPOT REMOVER is said to 
remove rust spots in seconds from 
white or color-fast clothing, rugs, 
bath tubs, chromium, etc. Called 
Magica, remover is harmless to 
hands and fabrics.—Magica of Den- 
mark 
For Details Circle 143 on INQUIRY CARD 
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“GTC-59” is a glass treatment com- 
pound in container that 
cleans and degreases glass, plastic, 
enamel, chrome or marble surfaces 
without abrasives or caustics. — 
Beaver Laboratories, Inc. 

For Details Circle 144 on INQUIRY CARD 


spray-on 


“TRIMBRITE,” a self-adhering flex- 
ible metalized tape, is designed for 
decorating shelving, moldings, 
frames, furniture, toys, lamp shades, 
flower boxes, etc. Comes in chrome, 
copper and gold.—Marglo, Inc. 

For Details Circle 145 on INQUIRY CARD 


“REGENT” is an impressive 
trimmed mailbox that 


texture-grained 


THE 
brass gold 
gleams against its 
finish of midnight black. 
ing and weighs three pounds.—Gen- 
eral Metals Corporation 

For Details Circle 146 on INQUIRY CARD 


Is self-clos- 


ent sizes are decorated 


DRINKING GLASSES in five differ- 
with a pat- 
tern of old sailing ships, ideal for 
gift-giving. Packaged in special car- 
tons and priced to retail for $2.49.— 
Owens-Illinois Glass Company 

For Details Circle 147 on INQUIRY CARD 


KING-SIZE RAKE of 
aluminum called ‘‘Sweep-rake 
sweeps a path almost three times as 
wide as ordinary rake. Has tempered 
spring steel teeth and rubber grip. In 
36- and 30-inch sizes.—Gardex 

For Details Circle 148 on INQUIRY CARD 


lightweight 


UNIVERSAL TRAILER HITCH fits 
all makes and models of U. S. cars 
from 1948 through 1958. Called the 
Baker Tow-King, hitch handles trail- 
ers up to five tons in weight.—Inde- 
pendent Iron Works 

For Details Circle 149 on INQUIRY CARD 
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NEW PRODUCTS 


MORE POPULAR 
THAN EVER.. 


in their 
“SERVE 
UNIVERSAL OUTING SETS, the YOURSELF” bs 
Gothamite and The New Yorker both packet 


have black and white petit point car- 


rying cases. Large size metal sand- P . a 
wich box is included in each.—Land- Moore Picture Hengers in their omanger ; 
ers, Frary & Clark colorful Picture Window Packets sell faster, with : i 
less effort. They're easier to display, easier to | 


F Details Circle 161 INQUIRY CARD 

ae - handle, and the 4 different sizes are more BELONGS ON 
quickly identified. For more picture hanger YOUR COUNTER 

sales, stock these 58-year favorites, NOW IN —— 


TODAY’S MOST MODERNHANGER PACKAGE. The Moore 720B Counter 
| Display. 72 Packet ca- 


pacity, yet is only 10%"’ 
MOORE PUSH-PIN C0. high, with 9°’ diameter 
; base. All metal. Revolves. 


Sin ce 1/90 6) Ask your jobber. 


Vakers of famous Moore Push-Pins 
113-25 BERKLEY ST. PHILA. 44, PA. 
For Details Circle 27 on INQUIRY CARD 











THREE-WAY PAPER DISPENSER 
accommodates paper towels, wax 
paper and aluminum foil. Can be hung 
on wall without screws or nails by a 
new girder process.—Lincoln Metal 
Products Corporation 

For Details Circle 162 on INQUIRY CARD 


@atvanizeo 


ER- GUARD 


a new Do-It-Yourself Product... 


G. F. WRIGHT STEEL & WIRE COMPANY 


HI-VALU JUICE CATCHER keeps WORCESTER 3, MASSACHUSETTS 
oven clean. Raised open center holds 
food above drippings, allows even 
baking from all sides. Can also be INDUSTRIAL WIRE CLOTH * STANDARD HARDWARE CLOTH * HEXAGONAL NETTING 
used as dip tray, serving, ete.—Mirro 
Aluminum Company 

For Details Circle 163 on INQUIRY CARD 


Available from jobbers everywhere 


WIRE STRAND ¢ WOVEN WIRE LATH © WELDED FABRIC * SCREEN CLOTH 


For Details Circle 28 on INQUIRY CARD 
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TO RECEIVE ANY OF THIS PRINTED MATTER CIRCLE 
NUMBER ON INQUIRY CARD PAGE 74 


INSTALLMENT SELLING GUIDE, 
a 20-page, pocket-sized booklet, pub- 
lished by Barnes Manufacturing Co., 
points out how to increase business 
through various customer credit 
plans. Titled “Installment Selling,” 
the booklet points out how much 
money is diverted from the industry 
every day because financing is not 
offered or made available. Stressing 
the benefits of selling on easy pay- 
ment plans, the booklet discusses 
eight types of financing available to 
build extra sales volume. In concise 
form, the booklet outlines details, ad- 
vantages, interest rates, payment 
tables, ete. 

For Details Circle 210 on INQUIRY CARD 


HOW RAPISTAN EQUIPMENT 
solves materials handling problems in 
business and industry is told in a 43- 
page handbook released by The 
Rapids-Standard Co., Ine. Incorpo- 
rated in the handbook are nearly 200 
on-the-job photos, details explana- 
tions and drawings which point up 
many specific uses for conveyors and 
special-accessory equipment in manu- 
facturing, storage, retailing, whole- 
saling, construction and shipping op- 
erations. 

For Details Circle 211 on INQUIRY CARD 


STEEL WINDOWS AND SCREENS 
36-page catalog issued by Ceco Steel 
Products Corporation describes the 
firm’s products for public buildings, 
schools, hospitals, institutional struc- 
tures and other installations calling 
for endurance, ample ventilation, and 
easy operation and screening. Com- 
plete specifications and structural and 
installation details are given. 

For Details Circle 212 on INQUIRY CARD 


SELF-SERVICE ISLAND MER- 
CHANDISER is described and illus- 
trated in this four-page brochure 
issued by The Bulman Company, Inc. 
Brochure shows several types of mer- 
chandisers and enumerates its fea- 
tures. 

For Details Circle 213 on INQUIRY CARD 
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VIZUCLIPS, display attachments 
for perforated panels, are described 
and illustrated in an eight-page cata- 
log issued by the L. A. Darling Com- 
pany. Catalog shows a complete selec- 
tion of Vizuclips for displaying all 
types of merchandise on either 4” 
or 1%” panels. 


For Details Circle 214 on INQUIRY CARD 


FIRE-INSULATED SAFES for 
protection of vital records are de- 
scribed and illustrated in this four- 
page colorful folder issued by the 
Meilink Steel Safe Company. 

For Details Circle 215 on INQUIRY CARD 


“WESTERN RANCH HOUSES BY 
CLIFF MAY” is the title of this 176- 
page, hard cover book written by the 
editorial staff of Sunset Magazine and 
Sunset Books which retails for $7.50. 
A comprehensive study on the many 
ways to plan, evaluate, and construct 
a beautiful home based upon a blend- 
ing of contemporary features and ad- 
vantages of ‘the old Western ranch 
house. The 17 houses covered range 
from 1500 square feet to over 8700. 
Nine additional plans are also in- 
cluded. 

For Details Circle 216 on INQUIRY CARD 


OUTDOOR DISPLAY IDEAS FOR 
RETAILERS are shown in this 16- 
page catalog issued by The Pratt 
Poster Co. Included are a wide variety 
of flag pennants, posters, letter- 
banners, pole displays, propeller 
spinners, and cut-out window display 
letters. Special displays are shown 
for grand openings, open house, anni 
versaries, holidays and other occa- 
sions. Most of the displays are made 
of heavy-duty plastic or cloth for all 
weather outdoor use. Some are avail 
able with custom designs or with a 
choice of stock messages. 

For Details Circle 217 on INQUIRY CARD 


ALUMINUM CHANGEABLE MES- 
SAGE DISPLAY FRAMES for pro 
gram continuity at the point of pur- 
chase are described and illustrated in 
this six-page, two-color brochure is- 
sued by Arlington Aluminum Com- 
pany. Brochure is designed to assist 
advertising and promotion 
people with the use and selection of 
display frames for a series of posters. 
3rochure lists examples of special 
frames designed to meet particular 
program requirements. 

For Details Circle 218 on INQUIRY CARD 


sales 


FLEX-VENT VENTING KITS for 
automatic clothes dryers are ex- 
plained and illustrated in this four- 
page bulletin issued by Flexible 
Tubing Corporation. Bulletin features 
company’s white flexible flameproof 
ducting, new design of weatherproof 
aluminum vent hoods, plastic and alu- 
minum window plates, both fixed and 
adjustable, and other components for 
installation through wall or window. 

For Details Circle 219 on INQUIRY CARD 


DRAWER SLIDE called the 355 is 
illustrated and described in a four- 
page bulletin issued by the Grant 
Pulley and Hardware Corporation. 
Bulletin includes slide specifications, 
installation information, list prices 
and ordering data. 

For Details Circle 220 on INQUIRY CARD 
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FREE LITERATURE 


RAPISTAN CATALOG for the 
new 3100 caster series, a design that 
substitutes a gyro-action bearing in 
place of a king pin and offers many 
other features is described and illus- 
trated in this six-page, two-color cata- 
log issued by The Rapids-Standard 
Co., Ine. Includes specifications, pho- 
tographs, drawings and applications. 

For Details Circle 221 on INQUIRY CARD 


MERCHANDISING UNITS bro- 
chure issued by The Bulman Corpo- 
ration of California shows and illus- 
trates various types of checkout 
stands, table top and other island 
units, end displays, insert cases, spot 
tables and bay equipment. Also in- 
cluded are diagrams showing a few 
of the many combinations possible 
with equipment. 

For Details Circle 222 on INQUIRY CARD 


SNOW AND FURNACE TOOL 
CATALOG issued by True Temper 
Corporation pictures and describes 
the firm’s full line of snow shovels, 
snow pushers, furnace and _ street 
shovels and sidewalk cleaners. Infor- 
mation is also furnished on the jun- 
ior-size shovels, in both aluminum 
and steel blades. 

For Details Circle 223 on INQUIRY CARD 


BELL CATALOG issued by Bevin 
Bros. Mfg. Company illustrates and 
describes in 12 colorful pages hand 
bells, tea bells, call bells, cow bells, 
sportsmen’s bells, bicycle bells, patio 
garden bells, speaker’s bells, rotary 
bells, yacht bells, ete. 

For Details Circle 224 on INQUIRY CARD 

CEDAR WOODENWARE ice 
cream freezers, beverage coolers, 
wall planters, magazine pails, ice 
tubs, cocktail tubs, mail-pail and plant 
tubs are colorfully described and illus- 
trated in this four-page brochure is- 
sued by the Richmond Cedar Works 
Manufacturing Corp. 

For Details Circle 225 on INQUIRY CARD 


TELECHRON CLOCKS are color- 
fully illustrated and described in this 
eight-page catalog issued by the Gen- 
eral Electric Company. Included are 
Snooz-Alarm clocks, kitchen clocks, 
decorative wall clocks and commer- 
cial clocks. 

For Details Circle 226 on INQUIRY CARD 


RUBBERIZED ABRASIVES for 
deburring, smoothing and _ polishing 
are explained in this eight-page in- 
dustrial catalog issued by Cratex 
Manufacturing Company. 

For Details Circle 227 on INQUIRY CARD 


CHEM-REM, acid and alkali resis- 
tant paint, is described in this two- 
page bulletin issued by Speco, Inc. 

For Details Circle 228 on INQUIRY CARD 
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HANDBOOK FOR CHAIN USERS 
issued by The McKay Company is a 
small, pocket size book for ready ref- 
erence. Included are illustrations, de- 
scriptions and complete specifications 
for virtually all chain products used 
in the hardware field. A full page is 
devoted to important information and 
instructive illustrations of eight basic 
chain attachments. 

For Details Circle 229 on INQUIRY CARD 


“HOW TO CONQUER SPACE” is 
described in this folder highlighting 
an Armstrong Cork Company promo- 
tion for the new Quaker Borderless 
Rugs. It describes how a stock of 
pre-cut, pre-packaged borderless rugs 
help the dealer who does not handle 
roll goods to sell more felt-base per 
square foot. Included are full color 
pictures of the six pattern effects 
available. 

For Details Circle 230 on INQUIRY CARD 


THE ANSWERS to 29 questions “I 
Want to Know About the Electric 
Industry” are answered in this 34- 
page booklet issued by Edison Elec- 
tric Institute. Includes answers to 
such questions as: What About Fu- 
ture Electric Industry? What Are 
Electric Power Companies Doing to 
Develop Atomic Energy? How Fast 
Is the U. S. Moving in Production and 
Capability? ete. 

For Details Circle 231 on INQUIRY CARD 


FIRE PUMPS — horizontal single 
stage, horizontal multi-stage and ver- 
tical turbine multi-stage are the 
subject of this 32-page illustrated in 
full color bulletin offered by Peerless 
Pump division, Food Machinery and 
Chemical Corporation. Also included 
are complete listings and descriptions 
of accessory equipment and fittings. 
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DAYLIGHTING FARMS with 
translucent fiberglas panels is re- 
vealed in this four-page Farm Bro- 
chure issued by Alsynite Company of 
America. Folder pictures and de- 
scribes varied uses of Alsynite as 
well as ease of working with mate- 
rial. 
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SWIMMING POOL CHEMICALS 
to keep pools sanitary are described 
in four-page folders issued by the 
Pennsalt Chemicals Corporation. 
Folders explain how chemicals are 
used and what its features are. 

For Details Circle 234 on INQUIRY CARD 


VENETIAN MARBLE toilet seat 
bulletin issued by Century Products, 
Inc., describes features of the “800” 
toilet seat made of real marble. 
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“THE BETTER BUSINESS BU- 
REAU STORY,” a documentary film 
developed by the Association of Bet- 
ter Business Bureaus dramatizes 
three typical activities of a BBB in 
protecting the public against schemes 
and frauds and it shows how a bu- 
reau works with industry groups to 
improve their advertising and selling 
practices. The film is in color and has 
a running time of 27% minutes. It 
is available for showings to business, 
civic, consumer, employee and other 
groups. 
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CATALOG OF MOTION PIC- 
TURES prepared and distributed by 
United States Steel offers a total of 
20 films including eight new releases 
These include: “Cantilever Bridge,” 
“Dan Taber’s Ledger,” “Knowing’s 
Not Enough,” “Mackinac Bridge Di- 
ary,” “Practical Dreamer,” “Research 
in Steel,” “Steel Buildings for Better 
Farming,” and “The Suspension 
Bridge.” Catalog explains how. book- 
ings are made, how long prints may 
be held and other conditions of loan. 
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“SEVEN DAYS TO LIVE” is the 
suggestive title of this seven-minute 
sound color film which demonstrates 
to potential users of Black & Decker 
power tools the toughness and du- 
rability of the B&D power saw. 
Movie shows how the saw is built to 
take it through a week-long continu 
ous “torture test” by the 


} 
} 


United 


States Testing Company. 
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BOOKS—For Sale and Resale 
HOME WORKSHOP PROJECTS, 


a 144-page book with 172 illustra- 
tions, published by Arco Publishing 
Company, includes 69 projects for 
chairs, tables, occasional and nursery 
furniture, toys, kitchen and garden 
equipment, novelties, a tool box, and 
games. Price is $2. 

The 172 photographs aid the plans 
and the bills of materials in showing 
the handy man how to build the proj- 
ects step-by-step. Primarily designed 
for the power tool owner, these proj- 
ects can be built in any home work- 
shop with a minimum of outside as- 
sistance. 
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DELTAGRAM YEARBOOK, pub- 
lished by the Delta Power Tool Di- 
vision of Rockwell Manufacturing 
Company, contains within 120 pages 
50 project and shop ideas illustrated 
by more than 300 photos for home 
workshop owners. Bound in hard cov- 
ers, this permanent project reference 
book sells for $1.50. 

For Details Circle 240 on INQUIRY CARD 
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FREE LITERATURE 





SOLDERLESS TERMINAL CAT- 
ALOG, a 12- page, ready - reference 
manual which includes colorful pages 
with terminals illustrated in actual 
size, with schematic drawings, in- 
valuable detailed specifications, plus 
dramatic pictures of new bolt cutter, 
crimping tool and Terminal Paks, kits 
and displays. Issued by Vaco Products 
Company. 
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“THE MODERN TAG,” an analysis 
of tags conducted by the tag and label 
division of Rothchild Printing Com- 
pany which may prove beneficial to 
merchandising techniques. The eight- 
page booklet covers the five basic 
tags—the impulse tag, identity tag, 
information tag, fashion tag, and the 
novelty tag. 
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EXTRUDED ALUMINUM STRUC- 
TURAL SHAPES catalog consists of 
12 pages illustrating 163 sections, in 
actual size, of shapes available for 
structural applications. Included are 
angles, channels, flat and bar stock, 
square tubing, “I” beams, track and 
double channels. Issued by Youngs- 
town Manufacturing, Inc. 
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“DO IT YOURSELF with Thor 
Speedtools,” featuring illustrations 
and specifications of 19 portable elec- 
tric tools for home workshops, is 
covered in this pocket-size folder is- 
sued by the Thor Power Tool Com- 
pany. The folder opens to 12 by 9 
inch size and contains complete in- 
formation about portable electric 
drills, sanders, polishers, saws, jig- 
saws, grinders and a complete line of 
accessories for these tools. 
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STEEL DOOR - FRAME - HARD- 
WARE “package” is described in this 
28-page catalog issued by Ceco Steel 
Products Corporation. All data neces- 
sary for selecting doors, frames and 
hardware are provided. The hardware 
section contains descriptions of vari- 
ous types of locksets, such as cylin- 
drical, mortise, and mortise deadbolt 
types, anti-panic devices, hinges, bolts, 
closers, stops and bumpers. 
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KEEPING HARDWOOD FLOORS 
BEAUTIFUL is the subject of this 
12-page booklet issued by E. L. Bruce 
Co. Tips are provided on what to do 
between waxings, how to solve spe- 
cial wood floor problems such as spots 
and stains as well as how to care for 
non-wood floors. 

For Details Circle 202 on INQUIRY CARD 





A real help 


for salespeople 


9 


1355 Market Street 





CHINA & GLASS 


By H. Q. Wilson 


This 56-page booklet reveals sales and 
merchandising ideas for all types of 
dinnerware, glassware and table ac- 
cessories. It also gives the historical 
background, manufacturing methods 
and window and in-store display ideas. 
Get this excellent sales aid, today. Send 


25 cents for each booklet to ... 


Hardware World Service Bureau 


San Francisco 3, Calif. 
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KENCO PUMP DATA FILE on 
septic tank and sewage applications 
presents a complete round-up of un- 
derground and above-ground disposal 
filter systems. Designed as a handy 
reference for architects, engineers, 
plumbing contractors and builders. Is- 
sued by Kenco Pump division of The 
American Crucible Products Co. 
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“GETTING ON—SAFELY,” is the 
title of this four-color, 12-page pam- 
phlet aimed at making life safer for 
oldsters. The pamphlet has room for 
an imprint of a firm name. Provides 
hints to the adult who has responsi- 
bility for the care and safety of an 
older person. Published by the Na- 
tional Safety Council. 
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RUBBER TANK BALLS and cop- 
per and plastic floats for tanks, hu- 
midifiers and sump pumps are fully 
described in a folder issued by the 
Reichert Float & Mfg. Company. The 
various types, shapes and sizes are 
illustrated, and include measurements. 
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SUN CONTROL is the subject of 
this pamphlet pointing up advan- 
tages of Alsynite translucent fiber 
glass panels for awnings, canopies, 
patios and door hoods. Pamphlet, 
issued by Alsynite Company of Amer- 
ica, shows how to block up to 90 per- 
cent of the sun’s heat. 
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SERVICE MANUAL for Kwikset 
“400” line lockset is a handy, 10-page 
booklet providing information and 
diagrams to guide locksmiths in ser- 
vicing of locksets. Issued by The 
American Hardware Corporation. 
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RAPIDAYTON JET PUMPS cata- 
log features three “key” series of 
completely packaged water systems. 
Selection chart maks it easy to rec- 
ommend the proper pump for any 
well, 0 to 140 feet. Issued by The 
Tait Manufacturing Co. 
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COLEMAN BONDED LINE home 
heating and air conditioning equip- 
ment is described and illustrated in 
this six-page catalog put out by The 
Coleman Company, Inc. 
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FLEXOPRINT reprinting method 
is explained in this 20-page illus- 
trated booklet issued by Remington 
Rand. Booklet tells how changes in 
directories, catalogs, price and parts 
lists are corrected with a minimum of 
expense with this reprinting method. 

For Details Circle 249 on INQUIRY CARD 
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Sandpaper Display Stimulates Sales 


ANY hardware stores “have 

a time of it” with the proper 
displaying of sandpaper and as- 
sociated products. But not at 
Live Hardware Company, 1511 
Mission Street, South Pasadena, 
Calif. 

Used here is a display-storage 
container which makes storing 
and selling of these items easy. 
It is a double-sided container, 
sandpaper on one side and gar- 


Promotion Builds Sales 


OGDEN, Utah—tThe offer of a 
free pair of pinking shears with 
the purchase of $7.50 worth of 
hardware or paint paid off in in- 
creased volume for the Lucas 
Builders Supply store, Ogden, 
Utah. 

During a special spring pro- 
motion, the firm offered custom- 
ers the pinking shears free with 
any $7.50 purchase of items in 
the store at one time. 

“We found the offer had a 
tendency to build average sales,” 
a store spokesman said. “In 
other words, folks came in for 


net paper on the other. one item, for, say, $2, but with 


The main advantage is sales : this offer, they usually scouted 
have increased since this display around and found other things 
was put into use. Another ad- they needed to build the sale to 
vantage is the paper can more * at least $7.50.” 
easily be kept in its place, thus Strangely enough, the average 
saving employees time of resort- -— sales reached far over the $7.50 
ing it. mark. “I think it was because 

The sides of the fixture are ; once a man or his wife start 
used for special promotional dis- ae scouting around a hardware de- 
plays such as the mail boxes — Le , Sa partment looking for things 
Which are shown here, which are -— mie 3 they need, they find more items 
not related. they need than they realize.” 


KRYLON 


Giant Autumn-Christmas Promotion 
= Means Volume Turnover on 40% Profit Items! 
PAINT IT WITH ° 


a Your Krylon sales will skyrocket with these boosters: 
a en UBS 1 LIFE—6 big hard-selling ads, Oct., Nov., Dec. 
, YC : , 
i 2 This Week magazine (Sunday newspaper supplement )— 
iia we ft SR eat, Sept., Oct., Nov., Dec. 
GLOSSY < os >, Better Homes & Gardens Christmas Ideas Annual—full page 
WHITE Feature stories in newspapers, magazines 


4 He. 1501. ; 
= SPRAY ENAME 


2 Special Christmas dis- 3 Christmas carry-home ‘ 

play of 12 6oz. cans— kit of 3 6-oz. cans— WwW ht i 7 
4 each of gold, silver _ gold, silver, white... top vt take no ton 
and white. sellers the year round. with each 24 16-0z. cans... 


: prepacked with 8 cans 
No wonder Krylon is each of gold, silver, white. 
1ST IN SALES « 1ST IN PROFITS eet fae ag 
if you prize it... KRYLON.IZE it! hon Pactneenenad ie 
KRYLON, INC. norristown, pa. other year-round uses. 
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Davis 
Corp. 
Adds 
Marketing 
Service 


Joseph M. 
Davis 


CULVER CITY, Calif.—Incorporat- 
ing under a new name, the Joe M. 
Davis Company, manufacturers rep- 
resentative firm, became the J. M. 
Davis, Corp., and added a marketing 
service department for its clients. 
Henry Palmer, longtime associate of 
the firm, steps up as corporate vice 
president and will assist in the new 
division. 

In explaining the marketing serv- 
ice, Davis pointed out that “today’s 
business has become so complex it has 
outdistanced the simple sales organi- 
zation and its regular calls on jobbers 
and dealers.” 

He further added, “we are prepar- 
ing to set up a full marketing service 
which will be able to advise the manu- 
facturers we represent on competitive 
products and the characteristics of 
markets in specified areas. We will 
be able to apply statistics to what 
share of the market they can hope 
to obtain, and we’ll be able to test the 
market for them, and even help them 
set their own sales quotas.” 


Lee Joins Phillips 


LOS ANGELES—J. D. Lee has 
joined the recently-formed Stan Phil- 
lips & Associates organization as rep- 
resentative in this area and will call 
on retailers and commercial accounts. 
He formerly served three years with 
a major Southern California sporting 
goods jobber. 

Stan Phillips & Associates is one of 
the two firms which were an out- 
growth of the July 15 dissolution of 
the McCune-Phillips Company. Its 
headquarters are in San Mateo, Calif., 
and they maintain a branch at Salt 
Lake City, Utah. 
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Winchester 
Appoints 
Sales 

VP 


William R. 
Kelty, Jr. 


William R. Kelty, Jr. has been ap- 
pointed vice president for sales, Win- 
chester Western division, Olin Mathie- 
son Chemical Corporation. 

Mr. Kelty had been vice president 
and manager of Ramset Fastening 
System, Cleveland, which is part of 
the Winchester-Western division. In 
his new position, he has overall re- 
sponsibility for all marketing activi- 
ties relating to Winchester-Western 
products—sporting arms and ammu- 
nition, Ramset and industrial and 
military sales. 


Joins 
Kingsley 
Company 


Merrill C. 
Marshall 


SAN FRANCISCO — Merrill C. 
Marshall has resigned from Ekco 
Products as District Manager of Chi- 
cago Division in Los Angeles. He has 
joined J. L. Kingsley Company, manu- 
facturers’ representatives here. 

Mr. Marshall enters the manufac- 
turers’ agency business after ten 
years experience in housewares sales. 
After attending Stanford University, 
Mr. Marshall started with the Wear- 
ever Company as a salesman in the 
San Francisco area. He later joined 
Ekco in a similar capacity and after 
an assignment in Sacramento, he 
served as territory manager in Hous- 
ton and Portland, as well as Los 
Angeles. 


Midjlibdddidr Ma 


Pendleton 
Elects 
Senior 
V.P. 


Marvin S. 

Bandoli ¥ \ ‘a 
LOS ANGELES—Marvin S. Ban- 
doli has been elected Senior Vice- 
President of Pendleton Tool Indus- 
tries, Inc. Bandoli joined the company 
in 1952 as vice-president, marketing. 
Before joining Pendleton Tool he was 
vice-president of sales of Clary Mul- 
tiplier Corporation of San Gabriel, 
vice-president for sales of Tracy 
Manufacturing Company, Pittsburg, 
vice-president for sales and manufac- 
turing of Victor Adding Machine 
Company, Chicago, and later head of 
his own distributing firm. 


Red Devil 
Names 
West 
Coast 
Manager 


George M. 
Durfee 


LOS ANGELES—George M. Dur- 
fee has been appointed West Coast 
district sales manager for Red Devil 
Tools succeeding William O. Austin, 
Jr., who was recently named national 
sales manager. 

Red Devil will be represented by 
Durfee in California, Oregon and 
Washington. He will be based at the 
Red Devil office and warehouse here 
at 2411 South Broadway. 


Himalayan S.M. Named 
MONTEREY, Calif—Ward A. 
Huntington has been named national 
sales manager of Himalayan Pak Co., 
Inc. Prior to joining Himalayan Pak, 
Huntington was West Coast sales 
manager for Landers, Frary & Clark. 
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Clark Promotes Pair 


Phillip 


Samson 


Winslow P. 
Johnson 


The J. R. Clark Company, Spring 
Park, Minn., announced the promotion 
of Phillip Samson to the position of 
director of sales, and Winslow J. 
Johnson as assistant director of sales. 

Samson joined the Clark organiza 
tion in 1949 as Eastern sales manage} 
and was advanced to assistant di- 
rector of sales in 1955. Johnson joined 
the company in 1949 as assistant pur- 
chasing agent, later serving as as- 
sistant advertising and promotion 
manager, and district sales represen- 
tative of the company’s Eastern divi- 


i eet 


sion, 


New 
Yard-Man 
Sales 
Manager 


Dayton 
Buck 


Dayton Buck has been named as 
sales manager, Special Products Di- 
vision, according to an announcement 
released by Yard-Man, Inc., of Jack- 
son, Mich., manufacturers of power 
and hand mowers. 

Buck spent nine years as chief 
buyer of garden and lawn materials 
for Firestone and has been sales man- 
ager for a mid-west lawn manufac- 
turer for the past four years. 

It was also announced that Richard 
Overy will serve as factory field rep- 
resentative for sales and _ service. 
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POT & KETTLERS SELECT HOUSEWARES QUEEN 
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FIVE CONTESTANTS VIE FOR Miss San Francisco Pot & Kettle at the 
first meeting of the housewares club on Sept. 5. Club president Robert 
McCarty is crowning the winner, Meka Lohr, who will participate in future 
housewares events (markets and shows) throughout 1958-59. Robert Roth 
(far right), buyer, Moore & Clarke, jobbers, San Jose, Calif., was emcee. 
Other contestants are (left to right) June Radcliffe, Marie E. Gretekos, Har- 
riet Rosens and Barbara Toska. Housewares and electrical housewares items 
in the foreground were given to the girls as prizes. Miss Pot & Kettle is 
holding a unique trophy especially made for the event by putting two house- 
hold funnels together. The other girls are holding smaller trophies made of a 
funnel and an individual angel food cake tin. 


SEATTLE POT & KETTLE CLUB ELECTS NEW OFFICERS 


GETTING READY FOR THE NEXT 12 MONTHS are the newly elected 
officers of the Seattle Pot & Kettle Club. Victor P. Pritchett of Seattle Hard- 
ware Company presents R. C. Peterson of John A. Peterson Company, the 
new president, with symbols of office. Others are, from left, James Stewart, 
manufacturers representative, treasurer; Clinton J. Garrod, Mustan Mfg. 
Company, Ist vice president; Larry H. Jungck, Brodie-National, Inc., 2nd vice- 
president; Peterson, Arthur Dunson, Western Freight Association, secretary; 
and Victor P. Pritchett, retiring president. The ceremony took place at the 
club’s past presidents’ luncheon and installation of officers. 
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COAST-TO-COAST BUYS PORTLAND MARSHALL-WELLS 


PORTLAND — The Coast-to-Coast 
Stores Central Organization, Inc., of 
Minneapolis, has purchased the Port- 
land, Oregon, division of the Marshall- 
Wells Company hardware wholesalers. 

According to an announcement by 
the purchaser it will occupy the Mar- 
shall-Wells Company’s spacious ware- 
house building here which has been 
in operation since 1912. Its trading 
area is Washington, Oregon, Idaho 
and northern California. The Coast- 
To-Coast organization in the Pacific 


a) 


_—— 
PICTURE OF A MAN MAKING $673 


Northwest will be made up prin- 
cipally of present Marshall - Wells 
personnel, 

Coast-To-Coast Stores Central Or- 
ganization, Inc., was established in 
Minneapolis in 1930. Its services are 
confined to independently-owned fran- 
chised Coast-To-Coast Stores, of 
which at present there are 673 in 18 
midwest and northwest states. 

“Our primary interest in acquir- 
ing the Marshall- Wells Portland 
branch,” said Maurice L. Melamed, 


ee we an 


PROFIT 


That’s right, profit — $673 of it! And he makes it in the first year 
on only one Clarke rug shampoo machine and the wet-dry 
vacuum cleaner that goes with it. Like dealers everywhere, he's 
discovered the shampoo machine is the hottest thing in rentals. 
And it’s plenty hot. By renting the machine only twice a week, 
he averages an extra yearly profit of $673 in rental fees and in- 
come from shampoo and impulse sales. 


You'll enjoy this extra income, too, when you start your Clarke 
rental department. Clarke offers you a complete line of depend- 
able floor machines to rent and gives you all the selling aids you 
need — mats, radio scripts, banners, mailers—to promote your 
department and build your profits. Write for details now, 


larke SANDING MACHINE COMPANY 
6610 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


Floor Polisher 


Floor Sander Wet-Dry Vacuum Cleaner 


Floor Edger Rug Shampoo Machine 
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Secretary - Treasurer of Coast - To - 
Coast Stores Central Organization, 
“was in the opportunity it offers us 
to strengthen our position in the Pa- 
cific Northwest. Coast - To - Coast 
Stores in this area enjoy a most sat- 
isfactory volume of sales, indicating 
a big potential for the merchandise 
we distribute.” 

“Our expansion program calls for 
an increase in the number of our 
stores to 1,000 units. With the acqui- 
sition of the Marshall-Wells Portland 
branch and expansion in other terri- 
tories we hope to achieve this objec- 
tive within the next few years.” 

Lines of merchandise sold by both 
organizations are quite similar and 
are classifled as “hard-lines.”’” They 
include automotive, electrical, hard- 
ware and farm supplies, housewares, 
home furnishings and furniture, ma- 
jor appliances, paints, plumbing and 
heating supplies, sporting 
toys and gifts. 

Other officers of the Coast To-Coast 
Stores Central Organization are 
Arthur C. Melamed, president; H. J. 
Kantrud and Louis Melamed, vice 
presidents. 

According to George W. Wells, Jr., 
president and general manager of 
Marshall-Wells — Kelly-Howe-Thomp- 
son, this purchase in no way affects 
the Duluth Marshall-Wells Kelly- 
Howe-Thompson operation which has 
warehouses in Duluth and Billings, 
Montana. This northwest hardware 
distributor actively services more 
than 200 Marshall-Wells Stores as 
well as several thousand independent 
hardware and general stores in the 
states of Wisconsin, Minnesota, 
North and South Dakota and Mon- 
tana. The Duluth concern is presently 
in the process of reorganizing so as 
to better serve its customers through- 
out this five-state trading area. 


goods, 


Maytag Regional Manager 


LOS ANGELES—Kenneth FE. Bur- 
ton has been promoted to regional 
manager for the Maytag West Coast 
Company, according to Raymond V. 
Hahn, vice-president and_ general 
manager of the Maytag distributor- 
ship serving most of California and 
the southwestern half of Nevada. 

Burton serves Maytag dealers in 
the metropolitan Los Angeles area, in- 
cluding Los Angeles and Ventura 
counties, with headquarters at La 
Puente, Calif. 


Krasnow Adds Hawaii 


LOS ANGELES—Mac S. Krasnow 
and Associates, manufacturers repre- 
sentatives here, has added Hawaii to 
the territory being covered by the 
firm. A resident man in Honolulu will 
cover the Hawaiian Islands. A staff 
of four men will continue to cover the 
states of California, Arizona and 
Nevada. 
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Hi Style WITH NEW PYROIL 


SPRING HINGES TWIN PROFIT PACKS 


e Boost Sales and Profits with 
m... these “do-it-yourself” 


repair products 
BLACK and 5 RASS ’ -_ . a Ps FLEX-O-FIX The original amaz- 
4 PLEX-O-FIX —. like 





fing liquid rubber. Spreads 
3 “ental , » paste, dries waterproof, tough and 
Me i F elastic. Mends and Repairs rub- 
t ’ spo . ber boots, galoshes, waders. Mends 
By BOMMER - canvas boats, Seals windshield 
; leaks, doors, gaskets, Insulates 
" P | electrical terminals and wiring 
Pioneers of the a » — Comes in two colors-all purpose 
S " " d pe ? BLACK and TAN for the sports- 
pring Hinge In ustry j . . . } man Home size tube 59c 


weaned dace cendens acct emanate NATIONALLY PUBLICIZED Pyroil products have 


brass to match the contemporary style in modern hard- been publicized in over 40 magazines including 
: TRUE, FIELD & STREAM, OUTDOOR LIFE, 
ware. Just the thing for dens, playrooms, home bars and ARGOSY. SPORTS AFIELD, etc. 


between dining room and kitchen. | 


See your wholesaler or write to 

MET-L- FIX The all new plas- 
tic aluminum in a tube. Dries 
; : tough, hard and durable, will 
(Also evelledle in not crumble. Repairs, Solders, 
ever-ready double- BONMNMER Seals. Can be filed, sanded, dril- 
acting hinges) SPRING HINGE CO INC led and threaded. Has 1001 uses 
around the home, shop, farm 
and the outdoors Home size 

tube 59c 


EXECUTIVE OFFICE AND PLANT LANDRUM 5 C 





Flex-O-Fix and Met-L-Fix are good impulse items 
SALES OFFICES © WAREHOUSES * BROOKLYN: 263 CLASSON AVE Free display rack when you order 2 dozen from your 


CHICAGO: 100: Waemee ORtVE jobber or write Pyroil Company, Inc., Dept. HW-10, 
La Crosse, Wis. @ Toronto, Can. 
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Sy SARE Seri Re oy 
BP ae eae 


< 
=> 1% 


on everything! 


5 pc. SOLID BRASS HOOD ENSEMBLE Si iy : Listo makes 7 clear, bold 
With matching filigree fireset...sen- i a : mark on everything you 


Sationally priced at only sell or service... even glass, 
68-31 BLACK MESH + 68-32 BRASS MESH plastic, cellophane. 


Remember! Vuk REGULAR DISCOUNT APPLIES . wis ——.. 


a Ss 


Write for 16-Page 
Green Value Tag Booklet, - 


Refills in black, green, red, blue, yellow, white ! 


Ask your wholesaler or write 
4865 San Fernando Rd. West ¢ Los Angeles 39, Calif. LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
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NEW HEADQUARTERS FOR PHILLIPS & ASSOCIATES 


*, 


PERSONNEL FORCE of Stan Phillips & Associates, Western manufacturers’ 
representatives for leading sporting goods companies, pose for a group photo 
in front of their new headquarters at 19 West 41st Ave., San Mateo, Calif. 
They are, from left, Bill Blackburn, A. C. Kaemmerer, Jim Russell, Don Lee, 


Delia Delfino and Stan Phillips. 


Lawnmaster 
Appoints 
Sales 
Manager 


Joseph 
Louda 


The appointment of Joseph Louda 
as sales manager of the newly 
formed Lawnmaster Company was 
announced recently. The Lawnmas- 
ter Company, a subsidiary of the De- 
troit Harvester Company, will manu- 
facture a complete line of power 
mowers for the promotional mower 
field. 

Louda, formerly sales manager of 
Moto-Mower, Inc., has been instru- 
mental in the design and development 
of a complete new product line for 
the Lawnmaster Company. The line 
is specially designed to meet the need 
of the promotional mower field with 
a complete line of quality products 
at competitive prices. 

The complete line will be exhibited 
for the first time at the Hardware 
Show in New York. 


LA P&K Goes Fishing 


LOS ANGELES—Members of the 
Los Angeles Pot & Kettle Club took 
to the high seas Aug. 16 on a deep 
sea fishing trip for albacore and yel- 
lowtail leaving Point Loma in San 
Diego at 3 a.m. and arrived back at 
the dock at 1 p.m. the same day. The 
outing was limited to 20 members. 
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Billings Hardware Sponsors 
First Housewares Clinic 


BILLINGS, Mont.—All day Sun- 
day, October 12, the first annual Mon- 
tana and Wyoming Housewares 
Clinic will be held at the Northern 
Hotel here. This event will be spon- 
sored by the Billings Hardware Com- 
pany of Billings, assisted by the na- 
tion’s major housewares manufac- 
turers. 

The Clinic will feature qualified 
factory representatives who will dem- 
onstrate the latest items in the 
housewares field. These representa- 
tives will present to Montana and 
Wyoming housewares dealers the 
latest promotion and display ideas 
and show them how to increase their 
volume and profit figures, according 
to Oral Dowell, housewares buyer, 
and Ralph R. Johnson, general man- 
ager. 


Dexter Honens Joins 
Family Representative Firm 


PIEDMONT, Calif.—In July, Dex- 
ter Honens became actively engaged 
in a representative firm that his 
father, Wm. D. Honens, started many 
years ago. 

In 1945 the elder Honen died and 
Mrs. Honen stepped in and handled 
the builders’ hardware lines until 
such a time that Dexter was finished 
with schooling and could take over. 
Mrs. Honens made many friends in 
the hardware field doing what is 
usually considered a “man’s job.” 


Washington Hardware Co. 
Retail Operations Sold 
TACOMA, Wash.—Formal an 


nouncement was jointly released by 
C. Merrisen Johnson, president of 
Washington Steel Products, Inc., and 
Joseph S. Martinac of the sale of the 
Washington Hardware Company re- 
tail operations to Martinac and Lee 
A. Benton, effective Sept. 1. 

Since 1872 Washington Hardware 
Company has maintained a_ retail 
store here and from this store has 
grown the organization presently 
consisting of the manufacturing fa- 
cilities and jobbing firms in Seattle 
and Portland, as well as the whole 
saling plant at 1247 Puyallup Ave., 
here. 

A corporation has been formed to 
operate the store. The officers are: 
Martinac, president; Benton, vice- 
president and treasurer, and Nelson 
Van De Mark, secretary. Martinac, a 
member of a pioneer Tacoma family, 
is president of the J. M. Martinac 
Shipping Corporation. Benton is a 
local practicing certified public ac- 
countant, who through his close asso- 
ciation with the Washington Hard- 
ware Company, developed a personal 
interest in the continuation of the 
retailing phase of the business. Van 
De Mark, who will serve as general 
manager, was associated with the 
company for nine years as credit 
manager, office manager, and re- 
cently assistant manager. 

The new corporation to be known 
as Washington Sports Shop, Inc., 
took over active management of the 
store located at 918-24 Pacific Ave.. 
Sept. 2. 

In commenting on the purchase, 
Martinac said, “the opportunity to 
become associated with a concern of 
such stature in the community is a 
distinct pleasure. It is not at this 
time contemplated that any phase of 
the sales organization shall be radi- 
cally altered except through imple- 
menting existing lines of hardware 
and sporting goods and continued im- 
provement in customer service.” 


Bergstrom Made a Director 
Of Hoffman Hardware 


LOS ANGELES—Wm. J. Berg- 
strom, who has served as credit man- 
ager for Hoffman Hardware here 
since May 22, 1949, has been made 
treasurer of the firm. 

Most of Mr. Bergstrom’s business 
career has been in the credit field. In 
1931 Bergstrom became the adminis- 
trative branch manager of Air Re- 
duction Sales Co. here. He _ then 
joined Standard Pipe & Supply as 
treasurer for four years. Before 
joining Hoffman, he served for three 
years as treasurer of the Barbara 
Ann Baking Company. 
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Lordens RESINITE 


FINEST VINYL GARDEN 


FLEX-TRED REINFORCED HOSE 


Tough DuPont nylon and 
vinyl three-ply construction 
combines high quality with 
economy. Rugged enough to 
withstand even the highest resi- 
dential water pressures for 


years. Dependable “ShurLok” 
couplings. Easy to handle 
“ShurGrip” surface. Carries 
Commercial Standards Seal of 
Quality 209-57. Fully Guar- 
anteed, 





STOCK NO 


LENGTHS SHIPPING 
PER CARTON WEIGHT 





8033 
8034 
8035 


17+ 





8036 
8037 
8038 





8039 
8040 
8041 














Diagram at right shows nylon tire cord braided for extra strength 
and imbedded between two tough layers of highest quality vinyl. ’ 
Note “locking” ridges on the coupling. Will never pull off. 


Borden’ Doda? 


HOME HANDYMAN 





CPD #101 (9-58) 35M 


HOSE EVER MADE! 








GOLD STRIPE REINFORCED HOSE 


The finest hose money can buy. 
Made from pure vinyl, it carries the 
Commercial Standards Seal of Qual- 
ity. Exclusive compound makes Gold 
Stripe extremely flexible, easy to coil 
even at low temperatures. Reinforced 


with tough braided DuPont nylon 
tire cord to withstand highest resi- 
dential water pressures—far exceeds 
any other hose. Dependable “Shur- 
Lok” couplings will never fail. Fully 
Guaranteed. 





STOCK NO. SIZE 


LENGTHS 
PER CARTON | SHIPPING WEIGHT 





8011 
8012 


14> 
36> 





8013 








8014 
8015 

















I 





if it's Lordlens it's got to be good! 


Printed in U.S.A. 





GARDEN PRIDE OPAQUE HOSE 


Anexceptionally attractive hose, built 
for years of rugged service. Tough, 
plastic coating resists abrasion. Made 
of high quality vinyl with brass, full- 
flow couplings. Lightweight, always 


Garden Pride is also 
available in beautiful transparent 
green vinyl, all popular lengths. Both 
opaque and transparent fully guar- 
anteed. 


coils easily. 





LENGTHS 


STOCK NO. SIZE 


PER CARTON 


SHIPPING WEIGHT 





GARDEN PRIDE OPAQUE 
8071 Ke” X 25 





8072 ” x 50° 


uo 


| 
| 
| 
| 





8061 wey 





8062 "x 50’ 





8063 eve 





8065 Mr 4 





8066 "x50 
8067 | "x75 





wlajca]wialafor| 








GARDEN PRIDE TRANSPARENT 
8051 | Ye" x 25' 
8052 Ye" x¥50° 





8053 v2" x75 





FOR Lawes AMD Ganotas 


TRIB le- Spray) } 


RESINITE 
SPRINKLER 


fou mano To walter Agtas 


GOLD STRIPE TRIPLE 


By actual comparison tests, the finest 
quality sprinkler of its type on the 


market. 


with unique perforation pattern 
gently sprays a 25-foot wide area its 


full length. 


Patented multi-tube design 


Lowest back-pressure 


RESINITE ie * HOSE 


Mighest Quality Laghtwanght Flaxsbde 
Guarentee? 


SPRAY SPRINKLER 


allows for maximum water flow, fast 
and efficient sprinkling. Made of pure 
vinyl with nickel-plated brass cou- 
plings at each end. \deal for shrubs, 
corners and other hard-to-water 
areas. Fully Guaranteed. 





STOCK NO. 


LENGTHS PER 


SHIPPING CASE SHIPPING WEIGHT 





8131 25' 





8132 | 50’ 











When ordering, please use correct stock numbers 


LARGER DIAMETER HOSE SAVES WATERING TIME 





AREA COVERED 
Standard City Lot GALLONS PER MIN 
30° x 50 50 psi./50° hose 


TIME REQUIREL 
for 1” of wate 
over entire area 





1500 SQ. FT 6.9 GALS. PER MIN 


1500 SQ. FT 8.0 GALS. PER MIN 
PER MIN 


1500 SQ. FT 23.2 GALS. PER MIN 


1500 SQ. FT 15.1 GALS 





2 HRS. 16 MIN 
1 HR. 57 MIN 
1 HR. 2 MIN 





39 MIN 





NOTE: 1” of water on lawn will penetrate 
6” to one foot in depth, depending upon soil 
absorption rate. Most “bargain” hose is so 


small in diameter that it would take almost 
three hours to water the standard lawn in 
the table above. High back-pressure sprink- 


lers or lower home water pressures will 
reduce gallons per minute and increase 
watering time proportionately for all hose. 


BORDEN'S MERCHANDISING AIDS HELP YOU SELL RESINITE PRODUCTS 


ORDER WHAT YOU NEED FROM YOUR BORDEN REPRESENTATIVE 


ENVELOPE STUFFERS 


Colorful product folders to 
keep on your counter or to 
send out to customers. Illus- 
trates full Resinite line. 
Complete assortment of cuts, 
catalog press proofs and ad 
mats also available. Free upon 
request. 


For further information on any of “Borden's Products For The Home Handyman,” 


fora hens Produc 4 
HOME Won 


NEW WINDOW DECAL 


Identifies Borden Resinite 

dealers. Put it up on door 
= or window. Customers will be 
looking for the stores that 
display it. Free to all Borden 
Home Handyman dealers, 


RESINITE HOSE 
SAMPLER 


Handy folding cardboard dis- 
play contains removable sam- 
ple length of each hose in the 
line. Fits neatly into order 
book or briefcase. Has stock 
numbers for easy ordering. 
Free with order. 


see your Borden Representative or write 


THE BORDEN COMPANY, 350 Madison Avenue, New York, N. Y. or P. 0. Box 1589, Santa Barbara, California, whichever is closer. 


BORDEN’S ELMER'S GLUES AND CEMENTS — BORDEN’S 38 HIGH NITROGEN UREAFORM FERTILIZER — BORDEN’S RESINITE HOSE AND SPRINKLERS 





Stanley Western Office 


LOS ANGELES—A new Western 
corporate office and warehouse in the 
Los Angeles, metropolitan area has 
been completed for The Stanley 
Works of New Britain, Conn., at 7141 
South Paramount Blvd. 

The new building houses the re- 
gional sales and warehouse opera- 
tions of the Stanley-Judd drapery 
hardware division for 11 Western 
states, of the Stanley Steel Strapping 
division for Southern California, of 
the Stanley Electric Tools division 
including a repair center serving 
Southern California. Regional sales 
offices are also maintained by Stan- 
ley Tools and Stanley Hardware di- 
visions. 

Harvey A. Clark, who has been 
appointed manager of regional office 
and warehouse, has been with the 
hardware division of The Stanley 
Works for five years. 


L.A. Wholesaler Makes 
Second Move in 11 Years 

LOS ANGELES—Universal Hard- 
ware Corp., Southern California 
wholesaler has moved from 2189 West 
Washington Boulevard to 2011 Brook- 
lyn Ave., here. 

The firm supplies hardware deal- 
ers with general hardware, tools and 
garden supplies. This is the second 
move to larger quarters for the com- 
pany in its 11 years of business. 


“Bob" Scrimes Retires 


LOS ANGELES — Robert 
Scrimes retired from Hoffman Hard- 
ware, Southern California Whole- 
saler, here after 37 years of service. 

He started in the warehouse and for 
most of his years of service was on 
the order desk. For a few years he 
was Warehouse superintendent. 
Scrimes was in charge of the sample 
room up until the time of his retire- 
ment. 


Specialty Sales Manager 


The Specialty Mfg. Co. of St. Paul, 
Minn., announced the appointment of 
Jay A. Ocken as sales manager. Ocken 
has had sales experience with Gen- 
eral Mills, Inc., and managerial ex- 
perience at Graphic Arts Industry, 
Inc. 


Musgrave Appointment 


R. E. Hirsch has been named after- 
market-sales manager for Musgrave, 
Inc., Springfield, O. Hirsch was for- 
merly sales manager of the chain saw 
division of the Clinton Machine Co. 


Chambers Ass't S.M. 


Donald D. Matney has been named 
assistant national sales manager of 
Chambers Built-Ins, Inc., Chicago. 
Matney was formerly with American 
Kitchens and Tracy Manufacturing 
Company. 


OCTOBER 1958 


“Bob” 





Ames Buys Roto-Edger 


PORTLAND—The O. Ames Com- 
pany has purchased Roto-Edger man- 
ufacturing facilities and _ patent 
rights from Omark Industries here. 
Tooling and equipment has_ been 
transferred to the Company’s Park- 
ersburg, West Virginia, plants. Ames 
will market the Roto-Edger line of 
rotary grass shears to the hardware 
trade along with the Company’s com- 
plete line of shovels and garden tools. 


Wins Caribbean Vacation 
PHOENIX, Ariz.—J. Fred Kiehl, 


Western Hardware Company, here, 
was a winner of a 10-day Caribbean 
vacation for two in the LePage’s Fly- 
ing Showcase Prize Drawing June 12 
at a luncheon for trade association 
and wholesaler executives in New 
York City. 

Kiehl was one of the 1357 whole- 
salers’ representatives who visited 
LePage’s DC-3 “Flying Showcase” to 
inspect the firm’s new line of con- 
sumer adhesives. The visits were 
made during the plane’s recent 38- 
city, coast-to-coast tour. 


Payne Promotes Rep 

LA PUENTE, Calif. — The Payne 
Company announced the promotion of 
Orrin E. Burwell to the company’s 
office here as managing director of 
the Product Application and Engi- 
neering Department. Burwell was 
formerly Southern California sales 
representative. 


Jacobsen District S.M. 


The Jacobsen Manufacturing Com- 
pany, Racine, Wis., announced the ap- 
pointment of Stuart H. Brown as 
district sales manager for New Mex- 
ico, Colorado, Oklahoma and Kansas. 


NEWS 


New Janco General Mgr. 


George H. Gackle has been elected 
to the board of directors of Janney, 
Sempel, Hill & Company, Minneapolis, 
Minn., and appointed general man- 
ager of Janney’s recently formed 
Janco division, St. Paul, Minn., where 
the company’s stock of floor covering 
and major appliances is carried. 


lona Western Rep 


DENVER—W. H. Sleith, president 
of the Iona Manufacturing Company, 
Manchester, Connecticut, appointed 
Public Distributors here to represent 
Iona’s “Prestige Line” of mixers and 
blenders. Public Distributors serves 
Colorado, Utah, Western Kansas, and 
Western Nebraska. 


Wagner Appoints S.M. 


Harold E. Adams has been ap- 
pointed sales manager of the carpet 
sweeper division of the E. R. Wagner 
Manufacturing Co., Milwaukee, Wis. 
Adams was formerly district sales 
manager for Ekco Products Company, 
Chicago, where he served 11 years. 


New d-Con Sales V.P. 


Victor E. Moore has been appointed 
vice president in charge of sales for 
The d-Con Company, Inc., New York 
City. Moore joined d-Con in 1950 and 
served as regional sales manager in 
the Southwest until 1957 when he was 
named general sales manager. 


Witherby Elects V.P. 


Robert C. Winthrop, Jr., has been 
elected vice president in charge of 
import operations and manager With- 
erby Products division of John H. 
Graham & Co., Inc., New York City. 
Witherby will now become a _ per- 
manent section of the regular import 
department. 


MILLERS FALLS NEW DISTRICT SALES OFFICE AND WAREHOUSE 


DESIGNED TO PROVIDE INCREASED SERVICE to Western distributors 
of Millers Falls tools is this new sales office and warehouse recently opened in 
Los Angeles. The new office-warehouse combines modern facilities with a 
large storage area to offer fast delivery and a broad stock selection. The 
Los Angeles office services accounts throughout Arizona, California, Idaho, 
Nevada, Oregon, Washington and the Western half of Montana. Millers Falls 
Company home office is located in Greenfield, Mass 
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Pre-Holiday Show 
In SF Mart Oct. 5-7 


SAN FRANCISCO — The annual 
Pre-Holiday Gift, Housewares and 
Toy Show will be held in the Western 
Merchandise Mart here as originally 
scheduled, Oct. 5-7. Exhibitors on the 
second, fifth and ninth floors will 
participate. 

There are 109 gift, decorative ac- 
cessories, housewares and toy show- 
rooms on the second, fifth and ninth 
floors of the Mart, representing 1632 
lines from all parts of the United 
States, and a large variety of im- 
ports from Europe, South and Central 
America, Mexico and the Orient. 

The Mart’s second floor, recently 
damaged by fire, will be completely 
redecorated in time for the October 
show. 


Western Market, SF 
Gift Show Dates Set 


SAN FRANCISCO — The Western 
Winter Market at the Western Mer- 
chandise Mart here will be held Feb. 
2-6, it was announced by Mart gen- 
eral manager Henry A. Adams. 

To be held again concurrently with 
the Winter Market will be the San 
Francisco Gift Show which includes 
china, glass, jewelry, toys, stationery 
and housewares opening Feb. 1 thru 
Feb. 6, and at Brooks Hall, the 
Sheraton Palace and St. Francis Ho- 
tels Feb. 1 thru Feb. 4. 


Screen Mfrs. Officers 


Frank L. Mason of the Southeast- 
ern Tool and Die Co. was elected 
president and Gene Katz of Warren 
Supply Co. was elected vice president 
of the Screen Manufacturers’ Associa- 
tion, recently. 


NOW THERE ARE TWO 


NORTHERN CALIFORNIA will now 
be covered by two representatives of 
the Lee Arter Co., housewares repre- 
sentative firm. Wil Cochrane (right) 
has recently joined the company and 
will work with John Fordyce, who 
has been in charge of the Northern 
California district for several years. 
Cochrane has been associated with 
housewares, hardware and automotive 
industries for the last 10 years in 
California. He has been active in the 
San Francisco Pot & Kettle Club. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Oct. 5-8 


Oct. 27-29 


Oct. 30- 
Nov. 1 


Jan 


Jan. 30-31, 
Feb. 1 


PRE-HOLIDAY GIFT, HOUSEWARES & TOY SHOW, 
Merchandise Mart, San Francisco, Calif. (Henry Adams, 
1355 Market St., San Francisco.) 


AMERICAN HARDWARE MFGRS_ ASSOCIATION 
CONVENTION, Convention Hall, Municipal Auditorium, 
Atlantic City, N. J. (A. L. Faubel, 342 Madison Ave., 
New York, N. Y.) 


NATIONAL WHOLESALE HARDWARE ASSOCIATION 
CONVENTION at Atlantic City, N. J. (Thomas A. Fern- 
ley, 1900 Arch St., Philadelphia, Pa.) 


NATIONAL PAINT, VARNISH & LACQUER ASSOCIA- 
TION ANNIVERSARY MEETING, 71st Annual, Shera- 
ton-Park & Shoreham Hotels, Washington, D C. (NPVLA, 
1500 Rhode Island Ave. N.W., Washington, D. C.) 


MONTANA HARDWARE & IMPLEMENT ASSOCIA- 
TION CONVENTION, Northern Hotel, Billings, Montana. 
(N. O. Blevins, executive secretary, P O Box 1152, Helena, 
Montana) 


MIDWEST SCHOOL OF RETAIL MANAGEMENT AND 
TRADE SHOW, Navy Pier & Hotel Knickerbocker, Chi- 
cago, Ill. (Garden Supply Merchandiser, 8633 Loch Raven 
Blvd., Towson, Maryland) 


INDEPENDENT HOUSEWARES, VARIETY AND NOV- 
ELTY MERCHANDISE EXHIBIT, Ritz Carlton Hotel, 
Chicago, Ill. (Jules Karel, Independent Housewares Ex- 
hibit, Inc., 8 S. Dearborn St., Chicago 3, Ill.) 


NATIONAL HOUSEWARES EXHIBIT, Navy Pier & 
Drill Hall, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, Ill.) 


CALIFORNIA GIFT SHOW, 48th, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart. (Trade 
Shows Ltd., 3510 Council St., Los Angeles, Calif.) 


EASTERN SCHOOL OF RETAIL MANAGEMENT AND 
TRADE SHOW, Hotel Statler, New York City (Garden 
Supply Merchandiser, 8633 Loch Raven Blvd., Towson, 
Maryland) 


CHINA, GLASS & GIFT MARKET, Merchandise Mart, 
Chicago, Ill. (Thomas V. King, The Merchandise Mart, 
Chicago 54, Ill.) 


GIFT, CHINA, GLASS, STATIONERY & HOUSEWARES 
SHOW, Exhibit Hall, San Francisco, Calif. (Kay Leber, 
1355 Market St., San Francisco, Calif.) 


WESTERN WINTER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, 1355 Market St., San 
Francisco, Calif.) 


INTERNATIONAL HARDWARE TRADES FAIR, Lon- 
don, England. (Universal Exhibitions Ltd., 74 Holland 
Park, London, England, Eileen Harborne, Managing Di- 
rector) 


HOME IMPROVEMENT PRODUCTS SHOW, Coliseum, 
New York, N. Y. (Home Improvement Products Show, Rob- 
ert Pomerance, show director, Coliseum, New York, N.Y.) 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Exhibit Hall, San Francisco, 
Calif. (Krueger B. Jacobsen, 122 9th St., San Francisco, 
Calif.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION & SHOW, Great Western Exhibit Center, 
Los Angeles, Calif. (Otto H. Grigg, 1519 So. Garfield, Los 
Angeles, Calif.) 
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Feb, 22-26 


March 8-10 


March &-11 


March 9-14 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDW ARE WORLD Service 


Bureau. 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wilshire Blvd.. 
Los Angeles, Calif.) 

PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, 1519 
So. Garfield, Los Angeles, Calif.) 

DENVER GIFT & JEWELRY SHOW, Hotel Albany, Den- 
ver, Colo. (Allied Exhibitors, Inec., 3832 Wilshire Blvd.. 
Los Angeles, Calif.) 

AMERICAN TOY FAIR, 56th, New Yorke 
ton-McAlpin Hotels, New York, N. Y. (Toy Manufactur- 


ers of the U. S. A., Inc., 200 Fifth Ave., New Yorn, Nv Y. 
Ben Robinson) 


and Shera- 








New York Garden Show 


The Eastern School of Retail Man- 
agement and Trade Show, formerly ident of 
known as the 
Garden 


New York 


Show, will be held at the 


McKinney V.P. Retires 


Howard N. Campbell, Jr., vice pres- 
McKinney Manufacturing 


National Company, has retired from participa- 


Hotel Statler in New York City, Jan. 
30-31, and Feb. 1, 1959. , 

A short course in the morning and 
short show hours have been planned 
for the three-day event. 


Schlage Buys LA Firms 

SAN FRANCISCO — The Schlage 
Lock Company purchased two Los 
Angeles companies manufacturing 
locksets known as the “California” 
lock. 


tion in the active management of the 
firm. He remains with the firm as a 
consultant and as a member of the 
board of directors. Campbell has been 
with McKinney since 1920. 


Fibre Glass S.M. 


Stanley H. Luddeke has been named 
sales manager of the hardware divi- 
sion of Fibre Glass-Evercoat Com- 
pany, Cincinnati, O. Luddeke was re- 
cently sales manager and general 
manager of Corro-Vent, Inc. 


MOWER INSTITUTE OFFICERS 


NEWLY ELECTED OFFICERS of 
the Lawn Mowers Institute at the 
1958 convention held in Minneapolis, 
Minn., in July, are from left, A. W. 
Schenck, president, director of sales, 
Lawn Mower division, Savage Arms 
Corp., Chicopee Falls, Mass.; W. H. 
Phelps, secretary-treasurer, president 
of Sensation Mower, Inc., Ralston, 
Neb.; John M. Butler, Jr., vice presi- 
dent, president of Roberton Mfg. Co., 
Chicago, Ill.; and Harold K. Howe, 
executive secretary, Washington, D. 
C.: and retiring president Davis M. 
Lillu, president of Toro Mfg. Corp., 
Minneapolis, Minn. 


Simonsen Western Rep. 

LOS ANGELES—Cohn and Shane, 
Inc., have been appointed as repre- 
sentatives for Simonsen Industries, 
Chicago, Ill., to cover the 11 Western 
states. 





Get Set for... 


CALIFORNIA'S 
HARDWARE & HOUSEWARES 


SHOW ... San Francisco 
FEB. 8-9-10, 1959 


This is a rapidly growing Show in a rapidly 
growing State. Last year the Show had a 50 
percent increase in exhibit space and more 
than 50 percent increase in attendance. This 
year's Show has been moved to the new and 
larger Brook's Hall, San Francisco Civic Center 
. . . The third move in three years to accom- 
modate the additional requests for space. 











HYDRANTS 


Assure uninterrupted outdoor water 
service the year around. Ideal for 
homes, farms, tourist courts, trailer 
parks, golf courses, factories and 
cottages. The shutoff valve is below 
the frost line. All brass and copper. 
Valve assembly removable. 


Write for Bulletin 1001. 
Order from your jobber. 





California is the fastest growing market in the 
West and offers opportunities unlimited for 
exhibitors. Don't miss this Show. 











CALIFORNIA RETAIL HARDWARE ASSOCIATION 


122 Ninth Street 
San Francisco 3, California 


STRATAFLO PRODUCTS, 


FORT WAYNE, INDIANA 
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... 4 new line of 
top quality power mowers at 
prices that make it easy for 
you to MEET ALL COMPETITION! 


Deluxe 22” 


1. A big, complete line—12 models 
—side, front and twin discharge— 
18”, 19” and 22” cutting widths. 

. First quality materials and con- 
struction. 

. Briggs & Stratton and Clinton 
engines. 

. Safety features that help you sell. 


. Designed and manufactured by 
Modern Tool & Die Co., produc- 
er of the fast-selling MODERN 
LINE of Wheelbarrows, Lawn 
Carts and Spreaders. 


. Best of all, the LawnFlite line is 
priced for sales! 


AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 
£ +3 | 


| American 
| turers Association and the Na- 
| tional Wholesaler Hardware As- 














MODERN TOOL & DIE CO. 


5389 WEST 130th STREET 
CLEVELAND 11, OHIO 
For Details Circle 39 on INQUIRY CARD 
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Wholesalers and Manufacturers 


To Meet in Atlantic City 


The joint convention of the 
Hardware Manufac- 


sociation will take place at At- 
lantic City, Oct. 5 through 8. As 
usual headquarters will be in 
the Marlborough-Blenheim Ho- 
tel. 


Pre-registration has helped to 
streamline the convention ac- 
tivities over the last few years. 
This year another traditional 
event will be dropped as it actu- 
ally is a carryover from the days 
when registration was carried 
out on Monday. This is the Mon- 


| day evening session, which in 
| the past was the first session of 
| the joint meet. As a substitute 


there will be an hour of or- 
chestra and organ music in the 


| Music Room of the headquarters 
| hotel. This will be followed by 
| dancing. 


The first event is the presi- 


| dents’ reception on Sunday eve- 
| ning, Oct. 5. Following this will 


be the annual Central States 


| Hardware Club 18th Annual 
| Stag Dinner Party which has 
| been moved this year to the 
| grand ballroom of the Shel- 


burne Hotel. 


The two most important busi- 


| ness meetings of the Manufac- 


turers Association will be held 


'on Monday and Tuesday morn- 
| ings. 
| Executive Committee of the As- 
| sociation, which is its governing 
| body, will hold its annual meet- 
| ing, and the agenda as_ usual 
| will include the nomination of 
| officers and members of the 
| Executive Committee to be 
| voted on 
| Meeting on Tuesday morning. 


On Monday morning the 


at the Membership 


Four members of the Associa- 
tion’s Executive Committee au- 
tomaticaly retire each year, and 
this year the retiring members 


_ are: George H. Day, II, Lumite 


Division, Chicopee Mills, Inc.; 
Norman W. Foy, Republic Steel 
Corporation; Harold S. Hobson, 
Seymour Manufacturing Co.; 
and E. J. Parker, American 
Hardware Corporation. 


The Association’s Annual 
Membership Meeting will be 
held in Trimble Hall of the 
Claridge beginning at 10 a.m. 
on Tuesday, and this is the meet- 
ing at which the new officers and 
new members of the Executive 
Committee will be elected. Fol- 
lowing immediately on the ad- 
journment of the Association’s 
Annual Meeting, Association 
President John Cairns will con- 
vene a Speaker Session which 
Mr. Ellis of THE CHRISTIAN 
SCIENCE MONITOR will report 
to the delegates on his experi- 
ence and observations in the 
Middle East. He will be fol- 
lowed by Senator Wallace F. 
Bennett of Utah who over the 
last several years has become a 
leading authority in the Senate 
on this country’s economic prob- 
lems including especially the 
problem of inflation and the con- 
troversial foreign aid versus 
foreign trade issue. 


The members of the National 
Wholesale Hardware Associa- 
tion will hold business sessions 
each morning. On Wednesday 
morning new officers will be 
elected. They will be joined by 
the new officers of the American 
Wholesaler Hardware Manufac- 
turers Association for a joint 
presentation to the two groups. 


The “Forty and Under”’ group 
of men associated with manu- 
facturers will hold their break- 
fast meeting during the con- 
vention at 8:00 a.m., October 
6 in the Claridge Hotel, accord- 
ing to the president of the 
group, Earle A. Smith, Gleason 
Corporation. 
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Let's keep the Firemen away 
from your door (from page 42) 


they always cooperated. This is most important, 
because in hardware store cellars or basements 
there are numerous combustible stock items, such 
as paint oils, turpentine, alcohol and the like. And 
I should like to add that we kept our basement as 
clean and orderly as the store above . . . no piling 
up of boxes and cases to jam the aisles and always, 
a sizeable open area around the furnace. 

Fire extinguishers! Do you and your assistants 
know where they are located and do you personal- 
ly see to it that each is checked and refilled at 
least once a year ... and date-tagged? And, do 
you all know in advance how it is operated .. . 

Electrical fires. Here is a common cause in 
stores. For example, if you have rigged up lead- 
cords (which is never too good and safe a prac- 
tice at best), the moment any of them show the 
slightest sign of fraying... discard it. Don’t try 
to mend it with electrical tape because outside 
fraying is a sure indication of inside deteriora- 
tion of insulation. 

The fuse boxes. Here, too, we cannot afford to 
become careless. Often circuits are overloaded 
and if on that particular circuit a too low-capacity 
fuse has been inserted, due to indifference, lack 
of knowledge or just plain carelessness, a fire can 
surely result from overheated wires. If there is 
any question about it, just to be on the safe side 
and to make sure, call in an electrician and have 
him label each fuse socket by diagram, indicating 
the correct fuse to be used in each socket. It could 
save serious results, you know. 

Store Furnace. Before being put into use each 
season, equipment should be inspected by an ex- 
pert, and those parts requiring it, should be thor- 
oughly cleaned... flues, pipes, ducts and chimney 


and it should, as a unit, be kept in perfect operat- 
ing condition at all times. 

Flammable materials. Under this heading, 
come oily rags, chemical cleaners, opened cans of 
paint, varnish and lacquer. Such items can anc 
have caused fires due to spontaneous combustion. 
Why not make it your store practice to keep them 
in a covered metal container where they cannot 
combine with oxygen and ignite? 

As I understand it, there are three kinds of 
fires and you may be interested in familiarizing 
yourself with them and with suggested ways to 
extinguish them: 

No. 1 Type: Paper, wood, rubbish, cloth and 
similar combustible materials. 

Extinguishers: Soda acid and foam extinguish- 
ers ...and water. 

No. 2 Type: Paint, oil, grease and similar 
products. 

Extinguishers: Carbon dioxide, foam, vaporiz- 
ing liquid, dry chemical. Do NOT use water; it 
spreads the flames. 

No. 3 Type: Electrical equipment, motors and 
generators. 

Extinguishers: Vaporizing liquid, carbon di- 
oxide, dry chemical. Do NOT use any water-type 
extinguisher on electrical fires. 

And remember ... call the Fire Department im- 
mediately ! 

Many business fires are extinguished before 
the building and its contents are burned to the 
ground. But, still, this is no bargain. I recall 
once reading some statistics about retail busi- 
nesses that were not destroyed but which were 
seriously damaged by fires. It comes back to me 
that the figures were something like this . . . be- 
tween 40-50 per cent never got back into the swing 
of things and of the remaining per cent of those 
who were able to open up again, close to 30 per 
cent failed within five years. 





PERFORATED WALL BOARD EFFECTIVE FOR WINDOW DISPLAY BACKING 


GOOD VISIBILITY of the interior of the store is assured with the use of perforated wall board for window display back- 
ing by Garben Hardware, Fairfield, Calif. In photo on left, two suspended perforated boards provide additional display 
space without blocking out the entire store interior. Shown in the window are seasonal floor mats, weather stripping, 
and related items as well as hand tools. A l ge facsimile of a key suspended promotes the service. Backing board is 
painted chartreuse and a white picket fence velow adds to the attractiveness of the window. In photo on right a similar 
type window has cloth-draped steps below backing panels. This window is used to display gift wares, housewares and some 
dinnerwares. 
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Vehuc Lay: SALE 


TOY CARNIVAL AND FALL SALE BOOKLETS are aimed at assisting re- 
tailers in putting on Fall and Christmas promotions. Dealers will also be 
provided with store display material, newspaper mats, radio scripts, etc. 
Both booklets have two inches of space at the botton of front cover for im- 
printing dealer’s name. Toy Carnival (at right) contains 24 colorful pages of 
merchandise Christmas giving while Fall Sale booklet contains 16 pages of 
housewares, hardware, sporting goods, paints, tools, etc.—Janney, Semple, 
Hill & Company 
For Details Circle 165 on INQUIRY CARD 
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MICRO-TENSION SHEAR merchan- 
diser features six Deluxe Kleencut 
shears already mounted and ready 


OFFICE INTERCOM SYSTEM de- 
signed for the small office, business 
or warehouse can also be used for 


Merchandising Aids 


to sell on this colorful eye-catching 
card. Blade tension can be changed 
with a coin.—Acme Shear Co. 

For Details Circle 166 on INQUIRY CARD 
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background music. Simple and quick 
to set up.—Continental Manufactur- 
ing, Ine. 

For Details Circle 167 on INQUIRY CARD 


ALWAYS SELL GENUINE 


SCREW ANCHORS and JACK NUTS 


For Details Circle 40 on INQUIRY CARD 





NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 





For Details Circle 41 on INQUIRY CARD 
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Same high quality patching cement in a 
handy plastic squeeze bottle that elim- 
inates messy paddies, brushes, and waste. 
. Tehr-Greeze patches 
and repairs any material it can fene- 
trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. Comes 
in 2 oz. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 
Write for prices and literature. 


ae AL- A COM Be ANY 700 W. ot 9, Winois 


Easy to apply . . 





<2 
Gates V Belts 


“LAZY-SUZAN” style display stand 
24” wide stocks over 100 V-belts at 
eye level. Known as M-100 Truflex 
V-Belt Merchandiser it is ideal for 
floor display. Topped by colorful 
sign.—The Gates Rubber Co. 

For Details Circle 168 on INQUIRY CARD 
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HOOK-UP-WIRE DISPENSER KITS 
contain metal dispenser rack and as- 
sortment of popular sizes and colors 
of 1000-volt and 600-volt hook-up 
wires.—Belden Mfg. Co. 

For Details Circle 169 on INQUIRY CARD 
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Zapfel of NHMA Featured Speaker at 


Housewares Club of So. Calif. 


LOS ANGELES—The House- 
wares Club of Southern Cali- 
fornia held one of its largest 
meetings on Sept. 16 when it 
presented Dolph Zapfel, execu- 
tive secretary of the National 
Housewares Manufacturers As- 
sociation, who spoke on “How 
to Get the Most Out of Our Na- 
tional Housewares Shows.” 

The Los Angeles Pot & Kettle 
Club members were invited to 
attend this meeting because of 
its paramount interest. The 
meeting was held at the Rodger 
Young Auditorium here. 

Also with Zapfel were two di- 
rectors of the manufacturers as- 
sociation, Joe M. Jayne, V. P. 
of the Plas-Tex Corp.; and 
Lloyd C. Nelson, president of 
Cal-Dak Company. 

“More than seven percent of 
the buyers who attend the 
NHMA National Housewares 
Exhibits come from the Western 
States,’ the members were told 
by Zapfel. He continued, “More 
and more of our NHMA exhibi- 
tors as well as buyers, are com- 
ing from your part of the coun- 
try. Your great growth in popu- 
lation and your industrial ex- 
pansion in recent years have 
sparked a booming housewares 
market.” 

The speaker reminded club 
members that the 30th National 
Housewares Exhibit January 12- 
16, 1959, at Chicago’s Navy 
Pier and adjacent Drill Hall, 
which will celebrate 20 years of 
service to the industry by 
NHMA, will be a Monday 
through-Friday show for the 
first time in history. He traced 
some of the changes in house- 
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wares since the start of the 
present association in 1939. 

“There is more interest in 
housewares today than ever be- 
fore,’ Zapfel said, “Millions of 
new homes, the rising standard 
of living, the fantastic growth 
of population, the desire for 
more leisure and home enter- 
tainment—all have meant an in- 
creased consumer demand for 
housewares. 

“Not so many years ago,” the 
speaker continued, “‘the house- 
wares industry was confined to 
the kitchen —feather dusters, 
garbage pails, and pots and pans 
made up its stock. Today, its 
merchandise goes into every 
room in the house, down to the 
basement and out to the yard. 
The definition of housewares has 
broadened and taken on new 
meaning undreamed of prior to 
World War II. New products 
have come into the field by the 
thousands. 

“Nowhere is the change in 
housewares more evident than in 
the type and variety of buyers 
who now attend our National 
Housewares Exhibits,” Zapfel 
said. “Today’s exhibit draws 
buyers from about 30 different 
wholesale and retail outlets. It 
is almost impossible today to 
think of a place where house- 
wares are not sold, or of home- 
makers not interested in these 
products. The industry’s millions 
of customers cannot be squeezed 
into the largest existing exhibit 
halls used by NHMA, but they 
are always interested in what’s 
new in housewares, and they 
spend more than $3 billion an- 
nually for them.” 


MAKE MINE 


KLEINS 


Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


100 years of service 
to linemen, electri- 
ciens and industry is 
back of this new 
Pocket Tool Guide Ne. 
100. A copy will be 
sent you upon request, 
without obligation. 


international Standard Electric Corp, 
New York 


oom KLE | N NN oo 


For Details Circle 42 on INQUIRY CARD 
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PANEL UNIT DISPLAY 

Prefinished plasticoated Barclay and 
Barcewood panels are featured in this 
six-color dealer display which com- 
bines product selection with home im- 
provement suggestions. Measuring 18” 
x 22”, the three-dimensional unit is 
suitable for either counter or hang- 
ing. It offers consumers a ready self- 
selection from actual samples of Bar- 
clay panels in 12 decorator colors, and 
seven basic designs of Barewood in 
authentic woodgrain patterns.—Bar- 
clay Manufacturing Co., Inc. 

For Details Circle 170 on INQUIRY CARD 


BULK BLADE DISPENSER 

A dispenser package for bulk pack- 
aging of band-saw blades that permits 
blade’ to slide in and out of package 
without binding for easy measuring 
and cutting has been developed. The 
individual shipping cartons are 91%” 
x 94%” x 1%”; the blade types and 
sizes are clearly marked on the out- 
side of each box eliminating re-pack- 
ing for customer shipment.—Victor 
Saw Works, Inc. 

For Details Circle 171 on INQUIRY CARD 


perfect target for 
PROFITS... i 


SHARK 
BRAND 


SWEDISH 
CHISELS 


Sandvik STEEL INC. 


Saw & Toc 


For Details Circle 43 on INQUIRY CARD 
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Merchandising Aids 


WEAR-EVER AD CONTEST 


Awards for outstanding retail ad- 
vertising that ties in with Wear-Ever 
Hallite’s national advertising for the 
last quarter of 1958 will be made by 
Wear-Ever Aluminum, Inc. The stores 
which compete will be placed in one 
of two categories according to the 
size of the account. In the case of 
larger accounts, both housewares 
buyer and the advertising manager 
will each win a cash award. For 
smaller accounts a cash award will be 
presented to the person responsible 
for the prize-winning ad as designated 
by the owner or manager of the store. 

There is no limitation on the num- 
ber of entries, although the ads must 
run during October, November and 
December and be postmarked not later 
than January 5, 1959. 

For Details Circle 172 on INQUIRY CARD 


DEMING MAILING PIECE 


A self-mailer for dealer-to-customer 
mailing tells the reader about the 
company’s pumps and water systems 
for residential and commercial re- 
quirements. A complete line of water 
systems are illustrated and a brief 
description as to their types of service 
and pumping capacities are given. A 
return card tells the dealer that the 
customer wants him to call and study 
the customer’s water system require- 
ments and make recommendations as 
to size and type needed.—The Deming 
Company. 

For Details Circle 173 on INQUIRY CARD 


DISPLAY-DISPENSER BOARD 


A bright four-color display and dis- 
penser board painted bright yellow 
and white, blue and Day-Glo red is 
available with Bridgeport Cushion 
Grip screwdriver deal which includes 
an assortment of three dozen screw- 
drivers that can be stocked on the 
four shelves which show prices and 
sizes. Panel measures 14” x 29” x 4” 
and is designed for use on counter, 
wall, Peg-Board or shelf, Emphasizes 
important selling features of Cushion 
Grip line. — Bridgeport Hardware 
Mfg. Co. 

For Details Circle 174 on INQUIRY CARD 


INDIVIDUAL BLISTER PACKS 

Four Slaymaker padlocks are avail- 
able individually blister-packed on 
sturdy, colorful cards. Strong yellow 
and black combinations and hard-sell 
copy attracts attention and stimulates 
buying. Cards are punched for hang- 
ing on Peg-Board, wire racks, etc. 
Large price ball will be pre-priced 
at no extra charge.—Slaymaker Lock 
Company. 

For Details Circle 175 on INQUIRY CARD 
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KAYCREST FLOOR STAND sets up 
in less than one minute and takes only 
37” across front x 32” floor space. 
Holds complete gift wrap department 
of holiday wrappings. — The Paper- 
craft Corp. 

For Details Circle 176 on INQUIRY CARD 
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GIFT PACKAGING Santa Claus dis- 
play shows Santa laden with four 
combination tool sets, atop a red brick 
chimney. Tools are pre-priced in re- 
cessed gray and yellow boxes.—Ox- 
wall Tool Co., Ltd. 

For Details Circle 177 on INQUIRY CARD 


G:-) 
PROMOTION KIT to stimulate gift 
purchases of stainless steel house- 
wares, flatware and appliances. In- 
cludes full color window-wall banners, 
easels, price tags and tip booklet.— 
Republic Steel Corp. 
For Details Circle 178 on INQUIRY CARD 
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Sports Department —The Family Gift Center 


Whether you carry a large and varied stock of 
sporting goods or specialize in only a few major 
items, are you getting the maximum dollar volume 
out of your sporting goods department? 

Chances are you don’t think so. If you are like 
most other merchants you will feel the potential 
is greater than the realization, but along with 
that you may also believe the extra effort required 
to build your sports department’s payoff potential 
could not be justified. And so a fertile source of 
profit remains untapped. 

What better time of the year is there than the 
Christmas season to shake the cobwebs from 
your sports department and take a realistic view 
of what a boost in sales can do for your store. 
Factually speaking, it is a gift center for the 
entire family. The next step is how to go about 
getting the dollar and cents volume to justify your 
interest. 

Promotion is the answer and it covers many 
avenues with which you are familiar. Newspaper 
advertising, direct mail, radio-TV, window dis- 
plays, in-store displays, personal and professional 
contact with the citizens and organizations in 
your community among others. 

Start the ball rolling from within your store by 
deciding what merchandise you will feature as 
gifts for the entire family. Make an effort at 
decorating your sports department as an attrac- 
tive gift center in keeping with the holiday theme. 
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Devote a window to the display of sporting 
goods (see page 84). A direct-mail piece stress- 
ing your sports department as the family gift 
center will keep the ball rolling. If you don’t al- 
ready, associate yourself with the sports organi- 
zations in your community—rod and gun club, 
boat club, ski club, golf club, little league, ete. 

Contests help sustain interest in your store and 
these can be skillful events like fishing contests 
or chance affairs. One dealer, using what is per- 
haps an old gimmick, stopped traffic cold with 
his display of a “baby rattler’—a baby rattle, 
complete with pink and blue ribbons, settled at 
the bottom of a nail keg and covered with a “pro- 
tective” screen. The large sign outside his store, 
“Come in and see a baby rattler in our sports 
department,” called attention to his merchandise. 

Lay-away plans give your sales register an 
extra head start during the Christmas season. A 
budget plan is a powerful selling tool for quality, 
higher priced sports goods. 

One out of every 10 of your customers is a 
fisherman who spends $77.38 every year for equip- 
ment not to mention others who prefer hunting, 
golf, tennis, baseball, basketball, football, bowl- 
ing, archery, boating, skiing, and you get a clearer 
picture that your sports department is indeed the 
family gift center. How much of this business are 
you getting? 
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SPORTS PROMOTION OF THE MONTH 





Gifts 
For 


Sportsmen 


(Scheduled on our calendar, 
page 46, for The Christmas Season 
starting Nov. 22) 


OBJECTIVE—The Christmas selling season is 
one of the best times of the year to create volume 
sales in your sporting goods department. To get 
your customers to recognize sports equipment as 
ideal for Christmas gift giving for the entire fam- 
ily as well as friends, is the purpose of this cam- 
paign. Include in your window a wide variety of 
merchandise for boys, girls, men and women in 
all age groups such as tennis rackets, badminton 
sets, golf clubs, baseball gear, basketballs and 
hoops, volleyballs, tetherballs, bows and arrows, 
firearms, fishing poles, reels, water skis and any- 
thing else you stock if space allows. The greater 
the amount of merchandise the better you will 
create the impression that you have an all-in- 
clusive and tremendous stock of sporting gifts. 


WINDOW—The simple and economical props 
required for this window will require little time 
in putting it together. As shown above, a 14” 
natural plywood panel serves as a backboard base 
for your theme sign “Gifts For Sportsmen” which 
can be hand lettered with a thick stroke brush 
preferably on red paper in keeping with the holi- 
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day theme. Run a roll of green paper down from 
the panel to lower rear of the window base and 
continue it like a carpet to the front of the win- 
dow. On the right, secure a pair of 1”x2” battens 
to display long slender items like golf clubs, 
rackets, etc. Arrange merchandise as space per- 
mits to complete your window. 


ADVERTISING—Emphasize the large stock 
and variety of sports merchandise available at 
your store in your newspaper advertising and in- 
clude illustrations of suggested items for Dad, 
Mom, Sis, Brother, etc. For dramatic effect your 
copy might include a phrase like: “For a sporting 
Christmas do your shopping at 
ware.” Or: “If you can’t play a sport, be one— 
give sports gifts for Christmas.” If you use radio, 
catch phrases of this kind will draw attention to 
your store as a gift center. Direct mail lends 
itself well for your campaign. Build your piece 
around the gifts for the entire family suggesting 
items everyone would like to receive. If possible, 
arrange to have in-store demonstrations of your 
equipment bv local sportsmen and publicize these 
events through the media you use. 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 





GALE BUCCANEER 5 HP DELUXE 
model outboard motor features slow 
idle to 12 mph, coils and condensers 
are moisture-proof, adaptable to re- 
mote control, one-twist grip control 
for speed, steering—Gal Products. 
For Details Circle 261 on INQUIRY CARD 


WATER SKIING TOW ROPES made 
of polyethylene available in either 
laid or braided construction. Ideal for 
beginners who may require floating 
qualities of rope in retrieving skier 
from water.—Columbian Rope Co. 
For Details Circle 262 on INQUIRY CARD 
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SPORTSMAN CAMPERS’ LIGHT 
features bright, well-diffused flood- 
light that can be converted to pierc- 
ing spot by swinging adjustable 
swivel head. Retails for $8.95 com- 
plete with battery.—Ray-O-Vac Com- 
pany 
For Details Circle 263 on INQUIRY CARD 
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“NO-DROP MOTOR PROP” is a de- 
vice to provide a safe means of lock- 
ing motors in place while being 
trailed or moored. Easy to attach. In 
deluxe chrome finish or colors to 
match.—-Imperial Enterprises 

For Details Circle 264 on INQUIRY CARD 


BAIT CASTING REEL, an all-metal, 
quadruple multiplying, level wind 
bait casting reel features extreme 
light weight (4 0z.), compact design, 
and all-metal gearing —Commerce 
Pacific Inc. 

For Details Circle 265 on INQUIRY CARD 
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MARINE HORN designed for small 
inboards and outboard runabouts op- 
erates off electrical current and is al- 
ways ready for use. Does not need 
air compressor or canned gas.—Spar- 
ton Corporation 

For Details Circle 266 on INQUIRY CARD 


SATELLITE SCOPE features seven 
power, 40 millimeter achromatic 
lenses and a ball socket panorma-tic 
tracking swivel, mounted on chrome 
plated tripod. Retails for less than 
$20.—Tasco Sales Inc. 

For Details Circle 267 on INQUIRY CARD 


ONE-PIECE CONSTRUCTION fly 
reel has streamlined handles to avoid 
line snag and unique single and 
double drag controls, increased bear- 
ing surface for longer life.—The Gar- 
cia Corporation 

For Details Circle 268 on INQUIRY CARD 


TRAV-LURE swivel seat for fishing 
and boating features contoured back- 
rest, rust-proofed metal parts, off 
corner hinges and automatic spring- 
locking and folds for 
Scott Port-a-Fold, Inc. 
For Details Circle 269 on INQUIRY CARD 
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MODEL 12 FEATHERWEIGHT SHOTGUN features a simplified design, an 
aluminum alloy trigger guard and a magazine assembly which makes it easier 
to load. A strong, simple take-down system enables the gun to be taken apart 
quickly. Barrels are easy to interchange after original factory fitting, and it is 
not necessary to buy a magazine assembly and slide handle with each extra 
barrel, since components remain assembled to the receiver when the gun is 
taken apart. To change barrel, merely loosen the tightening screw, twist the 
barrel and lift out. Weighs six pounds ten ounces.—Winchester-Western 
For Details Circle 270 on INQUIRY CARD 
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LEVER-ACTION BB REPEATER is powered by CO, gas and features Mag- 
netic-Swing loading, Powerlet gas power, fingertip lever action, real gun 
styling, Tru-Spin rifled barrel, and top target accuracy. This Hahn repeater 
is “fired” by the release of odorless, non-toxic carbon-dioxide gas when the 
trigger is squeezed. Powerlet provides uniform power for 100 shots. Does 
away with pumping or cocking.—Crossman Arms Company, Inc. 

For Details Circle 271 on INQUIRY CARD 


SHOTGUN CHOKE equipped with LURE RETRIEVER follows your line 


positive click adjustments and de- 
signed for field shooting as well as 
skeet is available for use on 12-, 16- 
or 20-gauge single _ barrel 
Available alone or with recoil cham- 
ber.—Lyman Gun Sight Corporation 
For Details Circle 272 on INQUIRY CARD 
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down to the lure, slides over lure and 
up to point where lure is snagged 
placing cable ahead of lure so it can 
be pulled tight on snagged hook 
which can then be dislodged.—Karry 
Lure Retriever Co. 

For Details Circle 273 on INQUIRY CARD 


INKLESS GOLF BALL MONO- 
GRAMMING for golf balls is a unique 
feature of this marker which en- 
graves a bright red three-initial mono- 
gram on balls by means of special 
color foil process. — Asam Products 
Company 
For Details Circle 274 on INQUIRY CARD 


CUSTOM EQUIPPED BOAT 
TRAILER is designed for loads to 350 
pounds. Ideal for loading, launching 
and trailing lightweight boats in the 
12- to 14-foot class. Retails for less 
than $100.—Alloy Marine, Inc. 

For Details Circle 275 on INQUIRY CARD 





EXTENSION TYPE boat bailer plug 
for bailing boats without leaving the 
seat. Spring mechanism holds stopper 
out while bailing. Made for hard-to- 
get-at transoms.—Moeller Manufac- 
turing Co. 

For Details Circle 276 on INQUIRY CARD 
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SPORTS MERCHANDISING AIDS 





DIE-CUT LID in 
Fireball Y-8 
slingshot box 
permits full visi- 
bility of sling- 
shot and pellet 
ammunition it 
uses. Point-of- 
purchase sales 
getter. — Marks- 
man Products 


For Details Circle 277 
on INQUIRY CARD 


BAIT, HOOK, 
SINKER rack 
holds 16 dozen 
plastic tubes 
containing prod- 
uct assortment. 
Creates impulse 
buying with min- 
imum effort from 
sales clerks.— 
The Enterprise 
Manufacturing 
Company 

For Details Circle 278 
on INQUIRY CARD 





CHRISTMAS 
GIFT metal con- 
tainer has golf 
motif and is lith- 
ographed in nine 
colors. VPar-Mak- 
er golf balls and 
container are 
available for 
price of golt 
balls alone — 
Draper - Maynard 
Co. 
For Details Circle 279 
on INQUIRY CARD 





SPORTS LITERATURE 


LIGHT TACKLE SALT WATER ANGLING is the title 
of this folder issued by the Shakespeare Company. 
Included are illustrations and deseriptions of service reels 
for casting and trolling, Wonderods and reels for salt 
water bait casting and the Wexford Spin-Pak for filling 
spinning reels easily. 
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PUSH BUTTON FISHIN’ is explained and illustrated 
in this folder issued by the Shakespeare Company. Also 
included are push button fishing outfits described and pic- 
tured along with a section explaining elementary balance 
of rods, lines and baits. 
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FALL AND WINTER sports catalog of Draper-May- 
nard Co. equipment in two colors features football, bas- 
ketball, volleyball and boxing equipment. Large illustra- 
tions and short descriptive copy make it easy to use this 
catalog. 

For Details Circle 282 on INQUIRY CARD 

“HOPPE’S GUIDE TO GUN CLEANING,” an illus- 
trated 16-page booklet offers a step-by-step cleaning 
method for gun protection and explains lead fouling, rust, 
pitting and gas cutting. 
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OCTOBER 1958 


The 
COMPLETE 
SPORTS 
EQUIPMENT 
LINE... 


%& A complete line of sports equipment 
High-quality insures repeat sales 
Nationally famous brand name 
All price ranges 
Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 
Quick delivery from wholesaler 
Faster turnover — higher profits 


Why not send your sales figures up and up. Make Draper- 
Maynard your one brand, complete line of sports equipment. 
Write today for full information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. <+ Cincinnati 32, Ohio 
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VICTOR 


HACK SAW INDEX TO ADVERTISERS 
BLADES 


(This index is published as a convenience and not as a part of the advertising contract. Every 


Better to Sell because care is taken to index correctly and no allowance will be made for errors or failure to insert) 


your customers know 
they’re Better to Buy 








Note: Figures in parentheses () refer M 


to Inquiry Card Number which can be Marshalltown Trowel Co 89 


Robert E. Miller & Co., Ine ° 0 
Mirro Aluminum Co. .Third Cover 
Now is the time to check your when desiring further information | Modern Tool & Die Co. 78 
stock of quality-made Victor about advertisement. onegg yendikc omega wen 
Hack Saw Blades. Backed by anally Corporation . = 
consistent advertising, the full Moore Push Pin Co. “as 
line offers your customers a blade 
for every metal cutting need. A 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. Atlas Tack Corporation ‘ 

Moly® High Speed Steel oO 
A top quality blade that outlasts Ox Fibre Brush Co., Inc. (22 
standard high speed blades by B soins Ath a in dia eta 
10 to 1. Easy to sell to those 
customers who want a long-last- Bommer Spring Hinge Co. 
ing blade at the right price. Borden Co., Chemical Div., Resinite 


Dept. (36) 


circled on inquiry card on page 74 


American Chain & Cable Co., American N 
Chain Div. ae oe e° 7" > : 
‘ National Screw & Manufacturing Co 

O. Ames Company ..... ; 14, 


Arvey Corporation 











Pyroil Company, Ine. 








c 
California Retail Hardware Association. . Q 

- Campbell Chain Co. (7) 

~° Clarke Sanding Machine Co. 


es ~ Cleveland Mills Co. 
THREE VICTOR HACK SAW FRAMES sere ae Ne 
Here’s an “extra” item to boost Steel @ Wire R 
the size of each sale. Blade Div., United States Steel . oi, 34, 2 Red Devil Tools (2) Second Cover 
changing is easy . . . automatic | < Mpeg M 


tensioning makes cutting easier Reflector Hardware Corp. seeees 58 
by holding blade correctly. 








Quick Manufacturing, Ine 





D 
Colorful, K. H. Davis Wire & Cable Corp. .... 23 s 
° Dis d Tool & Horseshoe Co. (14 ease 
eyecatching ce esse in ee eee . Sandvik Steel, Inc., Saw & Tool Div. ... 


Draper Maynard Co. 


DISPLAY oP ee ee Slaymaker Lock Co. 
; Southern Screw Co. 

ee ee ASSORTMENTS | S$trataflo Products, Inc. 

lay cards offer Swan Rubber Co. (13) 

your customers a complete as- The Eclipse Lawn Mower Co. (17) 

sortment of Victor Blades. No. | Evans Rule Co. 

166 features 10 “Molyflex” 

blades. No. 45 offers assortment a ca ie 

of 3 Special Flexible Blades. S. G. Taylor Chain Company 

Order them both and let them ; . ae Sen Os 

do your selling for you. Fuller Tool Company 


= 


U 


. 7 « Ln . | United States Steel Products Div. of U. S. 
The Goodell Company (53) .......Back Cover Steel Corp. (1) Duet Cover 
The Grabler Manufacturing Co. (10) .... 138 


bcs! —— agcon 
Sold Only Through Recognized Distributors | 


FREE lg 24 = ~ f % Val-A Company 
f a supply o rae . : - y 
NEW Metal Cutting Holt Manufacturing Co. beens 


Victor Saw Works, Inc. 
Booklets and Wall Charts. 


w 
Mathias Klein & Sons , 


Knape & Vogt Manufacturing Co. ...... Wilshire Manufacturing Co. 
Krylon Incorporated .......... ace . G. F. Wright Steel & Wire Co. .. 


MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hacksaw 
Blades, Frames, and Metal and Wood L 
Cutting Band Saw Blades of every type 
and size. 


Listo Pencil Corporation ........ 7 Yardley Plastics Co. 
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—because they’re tops in perform. 
ance ... tops in sales-making 
packaging . . . and tops in quality 
—a tape for every purpose! Evans 
puts dynamic merchandising 
punch on your counter .. . top 
profits in your till. You can’t miss 
with Evans—the line priced for 
mass appeal, mass sales! 


ASK YOUR JOBBER NOW! 


World’s Largest Manufacturer 
RULE C0 Elizabeth, N. J. of Steel Measuring Tapes 
s Montreal, Quebec 
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in the world... THE 


World’s Largest 4 k MOLINE 
roi QUAYMAKEL GEARED 


LOCK co. LANCASTER, PA. 


For Details Circle 47 on INQUIRY CARD WINCH 


ese A high strength unit for boat 


CHINA & GLASS trailers and other general uses 


By H. 9. Wilsoa Capacity—1500 Ibs e Positive Lock 
3 to | ratio 
Mounting holes 





This 56-page booklet reveals sales and merchandising Weight—8 Ibs. 
ideas for all types of dinnerware, glassware and table Safety Guard 


* 
accessories. It also gives the historical background, man- Steel Handle & Base e 
ufacturing methods and window and in-store display ‘ 


Takes 70 ft. “4” cable 
ideas. Malleable gears 


Takes 30 ft. 38” rope 
ee ae ald, today. Send 25 conte fer See your jobber for the No. 827 and other Moline models 


HARDWARE WORLD SERVICE BUREAU MOLINE IRON WORKS wou": 


1355 Market Street Sea Francisco 3, Calif. Represented by Smith Sales Co., Los Angeles & San Francisco 
For Details Circle 48 on INQUIRY CARD For Details Circle 49 on INQUIRY CARD 

/| 

| 


| 


WL 


OCTOBER 1958 














WG ANN ZZASSIMRSL IS SNES 


Serene Oe {\ 
WUstivewn:...--------- 


MARSHALLTOWN 
TROWELS 


“% 4tG4 ELBEEELEEA VAT 


~ ROA 
aetna 


MBN 


RRVBWWAQHRAAQGAKH 
SRNR oe 


3 
¥ 


SS 
SS 
SS 
SS 
SS 


WY W/W WA (| W\\ 


For Details Circle 50 on INQUIRY CARD 





TERRITORY WANTED 

Want to cover No. Calif. for Manu- 
facturer or Mfr. Rep. selling Builders 
Hardware. Excellent sales record. 
With jobber last eight years. Age 34, 
married. Address Box A-920, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


FOR SALE 
Retail Hardware and Paint store es- 
tablished 15 years, recently modern- 
ized. Clean stock. Between Los An- 
geles and Long Beach. Business plus 
real estate or business with good 
lease. Address Box A-921, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 

FOR SALE 
Established Business—$5000.00 will 
handle. Southern Colorado, Address 
Box A-922, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 8, Calif. 





IT WORKS LIKE MAGIC 


All you have to do, in your 
spare moments (?), is circle the 
number on the INQUIRY CARD 
(Facing Page 74), and mail it 
postage free to “Hardware 
World.” Like magic . . . infor- 
mation on any advertised item 
will be forwarded to you. It’s 
just as simple as that... . Circle 
as you read and put us to work. 














Announcements in this section are inserted at the rate ef tes 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in odvance. Send copy to 1385 
Market Street, San Francisco 3, California. 





ITIES 


MANUFACTURERS AGENT 
WANTED 

Established San Francisco agent 
seeking sub-agent calling on hard- 
ware, plumbing and builders supply 
wholesalers for national lines on 
building wire, cords, cables, tape and 
steel conduit. Phone Yukon 2-0788.— 
Mr. Curry. 


Allen VP In US Amateur 


SAN FRANCISCO — Matthew J. 
Scammel, Jr., executive vice president 
of S. L. Allen & Co., Philadelphia, Pa., 
was among some 200 entries compet- 
ing in this year’s U.S. Amateur Golf 
Championship here in September. 

Scammel was defeated in the second 
round by Col. John Kline, Westover 
Air Force Base, Mass., 2 and 1. 











IN MEMORIAM 





WILLIAM JAMES CASHMAN 


POINT PLEASANT, N. J.— Wil- 
liam James Cashman, 53, director of 
advertising and public relations for 
Landers, Frary & Clark, died at his 
summer home here Aug. 16. 

Cashman was associated with Lan- 
ders in a number of executive capaci- 
ties since 1934 and served in his pres- 
ent position since 1943. He was pre- 
viously employed by Bethlehem Steel 
Corp., Westinghouse, Associated Gas 
and Electric Co., and for a time as 
manager of public relations for the 
State of New York. 


JOHN 9. TILSON 


NEW LONDON, N. H.— Colonel 
John Q. Tilson, 92, vice president and 
legal counsel of the National Hard- 
ware Show, passed away here August 
15. Colonel Tilson was a close friend 
of President Herbert Hoover and 
leader in Congress from 1925-1931. 

He was a Congressman-at-large 
from Connecticut from 1908-1932, 
resigning that year to open law offices 
in Washington and New Haven. He 
still had a law office in New Haven 
at his death. 


STANLEY MANN 


BRIDGEPORT, Conn.—Stanley 
Mann, 82, treasurer emeritus and a 
director of the American Chain & 
Cable Company, Inc., died Aug. 20 
here following surgery. Mann retired 
in 1955 after 40 years with American 
Chain & Cable. He did, however, con- 
tinue as a member of the board of 
directors. 





Cushion Rest 
Drive on type 
Sizes: 2”, 234” 


Drive on Type 
Sizes 1”, 
1yY”, 2" 


PINTLE TYPE—Sizes 1!/2”, 2” 


REMCO 
Furniture Rests 


are made trom ma- 
hogany color bake- 
lite plastic. Live 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs, Pin- 
tle types equipped 
with %” universal 
neck socketss. 


REMCO 
Caster Cups > 


are of large diameter, shatterproof, ma- 
hogany in color. They help save car- 
pets, rugs, floors from being depressed 
by heavy casters, ete. 





Makers of World Famous 
DOMES of SILENCE 





Ask your jobber or write—ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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FALL PROMOTION 


These feature-packed 

percolators will make sales history 

during this fast-moving 4-month promotion. Make 
no mistake... this is genuine MIRRO first-quality 
merchandise. Stock NOW, for 

sensational selling . . . September 


en 


through December. 


~ 


aiccest LITTLE 
IMPROVEMENT 


EVER 


4-cup Regular $2.95 Retail 
NOW ONLY *2,.59 
E491M 4-cup 4 only per carton 
& 
6-cup Regular $3.50 Retail 
NOW ONLY *2.98 
E4914™M 6-cup 4 only per carton 
@ 
8-cup Regular $3.75 Retail 
NOW ONLY *3.29 
£492M 8-cup 4 only per carton \ 
COecccccccccccccccecccocccccccecooeoooccccce % Psy 
FULL PROMOTIONAL PACKAGE =x 
Point of purchase banner in every carton, plus colorful _—— 
promotional tag on 8-cup size. Special postcard also avail- 
able for mailings, BUY FROM 
i YOUR 
{ Nob// MIRRO 
/ GHA fet ¢ JOBBER: 


see YOUR MIRRO JOBBER for top values in MIRRO Snow Shovels and Snow Pushers. THE FINEST ALUMINUM 
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PUTTY KNIVES 
WALL SCRAPERS 
LINOLEUM KNIVES 
SANDWICH SPREADERS 
BUTCHER KNIVES 
SLICERS 

BONING KNIVES 

PARING KNIVES 
VEGETABLE KNIVES 

Thilehe ae thd 33 


Cutlers Since 


aimed directly at the profit dollar 





GRAPEFRUIT KNIVES 
TABLE CUTLERY 
CLAM & OYSTER KNIVES 


STICKERS 
CLEAVERS 
STEELS 
DOUGH SCRAPERS 


WHITE MT. APPLE PARER © 


3-N-1 WINDO-FIX KITS 
SHOE KNIVES 


1875 








